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AGENCY MANAGER WANTED 
A GOOD COMPANY ATTRACTS GOOD MEN 


J. S.4Darst, Insurance Commissioner, West Virginia, and C. R. Morgan, General Counsel Insurance Depart- 
ment, West Virginia, became our STATE MANAGERS for their state upon their retirement from office in March 
this year, BECAUSE of our up-to-date Policies and Liberal Agency Contracts. 


WE WANT DISTRICT MANAGERS 


for 
TENNESSEE, NORTH CAROLINA, VIRGINIA. 


LIBERAL COMMISSIONS, BONUS, AND LONG TERM IRREVOCABLE RENEWALS TO CAPABLE MEN. 


SHENANDOAH LIFE INSURANCE COMPANY, Roanoke, Virginia. 


R,'H. Angell, Pres., O. J. Lacy, Agency Manager, W. L. Andrews, Sec.-Treas. 


a ae 
Answer Quick! | 


A LIVE, ACTIVE 


DISTRICT MANAGER anc ieee | 
SOLICITOR WANTED What Should Induce An Agent 


IN ' 
First—its tried strength 


0 K LAH 0 vi A | Second— its integrity 


Third—its service to both agents and 


WISCONSIN | | assureds. 
| N D A N A | Check up on the Fidelity-Phenix for these 


three. 


MICHIGAN > FIDELITY-PHENIX 
ee ae FIRE INSURANCE COMPANY 


of its kind HENRY EVANS, Chairman of the Board 
Address ERNEST W. BROWN, Secy.- Treas. C. R. STREET, President. 


INTERSTATE BUSINESS MEN'’S ia as ein 


Home Office: Managing Branch Offices: 


ACCIDENT ASSOCIATION 80 Maiden Lane, Chicago, San Francisco, 
BROWN BUILDING DES MOINES, IOWA U New York, N. Y. - Montreal 
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to write business in any given company? 
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MERCHANTS LIFE 


INSURANCE COMPANY 


WILLIAM A. WATTS HOME OFFICE: 
President Des Moines, Ia. 
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Tux Srecrator is published every Thursday by The Spectator Company, at 185 William Street, New York, N. Y. Entered as second-class matter June 2°, 1879, # 
the Pestoffice, New York, N. Y., under the act of March 8, 1879. Tue Spectator, Volume CVII, Number VIII, August 25, 1921; $4.00 per annum. 























———_—_————— 











a 


THE SPECTATOR 








FEATURES IN THIS ISSUE 





Insurance Commissioner’s Plans 
Guardian Life Agents Meet 
New Mississippi Suit 

Seneca Fire Dividend 





Seek Repeal of Insurance Tax 
Cleveland Agents Enthusiastic 
Travelers New Policies 
Reports Better Outlook 

















Fatal Accidents for 


One Week in U.S. 


Five Times as Many Males Killed as Females, Reports Show 
By DR. FREDERICK S. CRUM 


Chairman, Committee on Statistics, Public Safety Section, National Safety Council 
Assistant Statistician, Prudential Insurance Company of America 


UST previous to the Ninth Annual Safety 

Congress last year, an effort was made to 

determine the approximate number and 

causes of fatalities in the United States 

during a single week, the week ending 

August 28. The summary of the details 

has been worked out and is presented here- 

with as a further illustration of the great 

need of more intensive safety work and its more general appli- 

cation to the problems incident to public, industrial and home 
life in these careless United States. 

Altogether there were 1,208 fatalities reported from the 
sources utilized after all duplicates were eliminated. By age 
and sex, so far as these details were reported, the returns were 
as follows: 

TABLE [ 
Age and Sex of Victims of Fatal Accidents in the United States Week 
Ending August 28, 1920 
\ge Males Females Sex Not Stated Total 
Under 5 <8 24 a 82 
71 20 | 1o4 
68 10 wa 78 
163 18 ees 181 
235 33 ea 268 
86 12 Sean g8 
rail GWer...<-.-...... 102 26 129 
Age not stated 222 {0 vee 208 


108 1,208 


Total 1,005 198 5 


This table clearly illustrates the vast differences in the 
hazards to which males are exposed when comparison is made 
with females. There were almost exactly five times as many 
males killed by accidents of all kinds in the specified week as 


females. 


Of the g4o fatalities for which the age was specified, no 
fewer than 264, or 28.1 per cent., were of ages under 15 years. 
In the normal work-period of life, ages 15-59, there were 547 
fatalities, or 58.2 per cent. of all the fatalities, g40, for which 
the ages were specified. At ages 60 and upwards there were 
(29 fatalities, or 13.7 per cent. of the total of ages specified, or 
approximately one-seventh. 

Sex, too, shows its influence when taken in connection with 
the age figures. Of the 152 female deaths, ages specified, no 
fewer than 63, or 41.4 per cent., occurred at ages under 15 
years, as against 25.2 per cent. for males. At ages 60 and over 
there were 26 female deaths, or approximately one-sixth of the 
total, as against one-seventh for males. In other words, the 
accident hazard of females is relatively greater than that of 
males at the extremes of life in early youth and old age. At 
least the female’s chances of death from accident are relatively 
higher at these ages than are the male’s chances of death when 
all causes of accident are considered. In the work-period of 
life there were just the same number of female accidental 
deaths (63) as at ages under 15 years, or 41.4 per cent., as 
against 61.8 per cent. for the males. 

Qf these 1,208 accidental deaths it is interesting to note that 
no fewer than 758, or 62.7 per cent., were the result of public 
accidents ; 359, or 29.7 per cent., were the result of industrial 
accidents ; and the remainder, 91, or 7.5 per cent., were the re- 
sult of home accidents. These are significant facts emphasiz- 
ing as they do the much greater relative importance of public 
accidents, when comparison is made of them with industrial 
or home accidents. Industrial accidents, however, are easily 
second in importance, and home accidents constitute one- 
thirteenth of the grand total, or 7.5 per cent. 
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In Table Il are presented the details in summary form of Leeitstie en reer 2 4 6 
. P pe ot et Were near PARPIMCARSTARS. onic ane 0: oo vce goes 3 ms 2 5 
the causes of the 1,208 fatalities, with distinction of sex. Sh Sam All eas 2 3 B 
ze. ; Cutting and piercing instru- 
TABLE u : een re 4 4 
Causes of 1,208 [Fatalities in the United States Week Lnding August Bicycle .........0.00000c05 2 aS: oe 2 
28, 1920 ; Hanging Pe Aa Pe A Renee sis iaibers ae ue I 
_ dex my HOGtball. ssiis steieiewele eye cea I oe ; i 
Cause Males Females Not Stated Total MEISCEHANEOUS: 6... «cee scee c0 6 3 I 10 
NEL LLL Ct |. eee er raae 239 74 oo 313 ; _—— wae see ——. 
Steam tatlway..........:.-- 219 33 vee 252 | Aa) 12") Leer ty ee Rea 758 350 Qs 1,208 
LE SS ere 127 20 4 151 : eet ee : , ean 
Og os 85 17 l 103 ven a superficial examination of the figures in Table 111 
i railway...---+..++++: A 9 pes ae should convince the analyst that here are many safety talking 
UNM. oc. ais wiateis kein o'els ae o-<\ 2 avieiee sais a a f a : 
Gunshot (accident)......... 30 3 6 5 30 points. Take the first, then. It is proof that the auto is a 
ene woe seals... 2.050 13 . vee = menace both to driver and other occupants and pedestrians, but 
RSS Aso sicleina (oes = eee 22 2 ‘ : : : 
+ <a he 2 ; 25 only one in twenty of the persons killed are drivers or chauf- 
Kalling articles or bodies.... 2: 2 25 feurs. 
SEACH ass caine cies He 50 3 20 I 21 ; : Pe : 
Animals .......-+++0+0++05+ 15 3 vee 18 In steam-railway accidents the public fares rather worse in 
EMPORIO « «0 +04 arene ee 13 at ap 3 actual number killed than do railway employees. 
SS SO eS cer ce 9 2 oad Il : he . ) - 
Crushing ....--++-++++++05s II “ II In drowning fatalities public accidents are nearly six times 
PREMESOE. x5 e055 1010's civ w4is 010i ¢ 2 Il P : : : : 
su el aaa iene : i. as frequent as industrial and home drownings combined. 
Gontlagration, ........5....1+ 9 I . igties ssi 
Asphyxiation (gases)....... 6 2 8 Falls represent a cause which is more evenly distributed in 
aca site ee essen eenees 7 ; the three great classes than any other on this list. /ndustrial 
Ae: en ae 5 : ) Bos 
Js St eee ee 6 6 falls, however, predominate with 47 deaths; public falls are 
Lightning .........++++++++- 4 : 4 second with 30 deaths; and home falls follow with 26 deaths. 
Suffocation ..........+++0+5 5 5 : ; : ‘ Lana 
Cutting and piercing instru- Street-railway accidents are almost wholly of a public kind, 
Re a toe ie + : : : : 
Page as 4 . while mine accidents, as might be expected, are here wholly 
BICVCIS 1. cc cccccesecccecors 2 - é , : ° ? 
NE sag btigk wes eee I I industrial with 39 deaths. 
Docs aa re I I ; a 
aig aan a oe 10 Burns and scalds represent the home fatalities which are 
— ' most numerous in this list, with 28 deaths charged against it. 
Bigial <cciem ceca oew se kws 1,005 198 5 1,208 


Table II undoubedly presents a typical picture or cross-sec- 
tion of our summer madness. The relative importance of some 
of the causes vary with the seasons, but it is quite likely that 
the two leading causes, automobile and steam railway, would 
maintain their supremacy, in the order named, throughout all 
the months of the year. 

It is interesting to note that aeroplanes caused 7 deaths 
in the week studied. Here is a new menace, not only to flyers 
but to unsuspecting others as well, as several recent tragedies 
only too eloquently attest. 

This analysis can better be continued after a study of Table 
III, which gives facts as to classes of accidents by causes never 
before given publicity, to the writer’s knowledge. 

TaBLeE III 


Fatalities in the United States Week Ending August 28, 1920. By Cause 
and Class of Accident—Public, Industrial, Home 


Cause Public Industrial Home Total 
AImOMONIle .2 66s. ceses sews 208 15 Bere 253 
GCA TALIWAY 6.5.60. 60.6:0 00 140 112 ae 252 
IDEAS WAANNNIES ovo os visicceis aie ao'e 128 13 iene 151 
HET is ha Owe wes ehe ais atelews' i 30 4 26 103 
SENSE EALIIVAY «ac: <55 ssteoas 48 2 ie 50 
J a ee eee or 20 30 
Gunshot (accident).......-- 34 I 4 39 
Burns and scalds........... 2 3 28 33 
UE nig Ae 4 eer 10 12 28 
CS CN TS ee eee Sere 24 I 25 
Falling articles or bodies... . 6 18 I 25 
DUT a a eae 7 13 I 21 
INEM een Cee 13 5 18 
MUSMRBISESINY 85.5 55.0.2 45's paleintele> 13 13 
NANMNPMERNNASYS 50231555 5 005 sp 0% vee 4 2 5 II 
CSO ee eee I 9 I II 
2 Oa OT SS ate eee I 10 II 
emtiaeration ©. \...5.. 2.6.5 3 3 10 
Asphyxiation (gases)....... I 4 3 8 
PRE AENE os a= 014 y:4)s' alg yo.s ee 7 ets 74 
BUGONCVOI® 6265 ke coe ise-c ss. 6 see picks 6 


The next home cause in relative importance is falls, with 26 
deaths, as previously noted. In the winter season burns and 
scalds is more prominent as a cause of home fatalities than in 
August. 

Wagon fatalities are about evenly divided between public 
and industrial. Machinery accidents are almost wholly indus- 
trial, although occasionally home machinery may prove fatal. 

Explosions were in this list wholly industrial, but they are 
not always so, of course, as witness the Wall Street explosion 
of last year and many other similar catastrophes. 

Conflagrations, like burns and scalds, is a cause fairly evenly 
divided, as regards its fatalities, between public, industrial and 
home. The same is true of gas asphyxiation. 

The aeroplane accidents reported during this week were all 
of an industrial kind and all those killed were occupants of 
flying machines. The menace of aeroplanes to the general 
public has, however, been clearly demonstrated in several trage- 
dies which have occurred in this country during the last two 
or three years. 

The motorcycle and bicycle accidents all found public vic- 
tims. Landslides or cave-ins caused 6 deaths, 4 being indus- 
trial and 2 of a public kind. Lightning was the cause of 3 
public and 2 home deaths. 

Suffocation was the cause of 3 home and 2 industrial deaths. 

Further analytical comment could readily be made on many 
phases of these interesting data, but the reader can easily 
make use of the figures here presented for his own purpose and 
in his own way. 


[EDITOR'S NOTE:—The data upon which this article is based 
were gathered by the National Safety Council with the co-operation 
of 200 city and county coroners. the secretaries of 35 local Safety 
Councils, and 8000 members of the National Safety Council.] 
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SOME AUTOMOBILE INSURANCE 
PROBLEMS 

HE automobile insurance business 

continues to be a source gf trouble 
for most managers. Losses, which have 
always been extremely heavy, have 
mounted so rapidly during the past six 
months as to cause several underwriters 
to cease writing or to add drastic riders 
to the policies issued. Newspaper dis- 
patches are appearing every day telling 
of the destruction of cars by the simple 
method of driving them into deep water 
and several apparently favorite pools 
have located in and around New York 
and Chicago and other cities, notably 
New Orleans. Cynical insurance men 
ate led to believe that there was method 
in this apparent madness. Of course 
some owners may have thought their 
cars able to navigate on water as well as 
on land and decided to try the idea out. 
Why they did not stick to the ship, as 
do all good sea captains, is unexplainable. 
There may have been others who, like 
many a small boy, had an irresistible de- 
sire to see a big splash and used the first 
place handy. One could easily imagine 
sich a possibility after a session with a 
modern “hooch” party. However, that 
may be, these revelations have undoubt- 
edly proved the extremely low moral 
hazard prevailing in metropolitan cen- 
ters. One fleet of companies writing a 
very considerable automobile business 
outside these districts reports its busi- 
ness as never having been alarming and 
becoming increasingly better every 
month. They expect normal conditions 
shortly. These companies would not 


write business in the larger cities for 
the reason that they are certain that they 
could not do so with profit. In New York 
particularly the theft losses are exces- 
sive and have been for some months. 
Perhaps by this time the crest of the in- 
creasing size of liability judgments has 
been reached but courts are not likely to 
reduce them to the old standard now or 
at any time in the immediate future. 
Moral hazard, theft hazard, and public 
liability losses have, then, combined to 
make an impossible situation in the 
metropolitan automobile insurance busi- 
ness, if not elsewhere. The situation is 
not one that can be relieved by increas- 
ing rates, for rates are practically pro- 
hibitive for many at present, and would 
prove so for all if further increases were 
enforced. It remains, then, for the un- 
derwriters to pursue a course of action 
which will definitely reduce the losses. 
Many have attempted to make sugges- 
tions to such an end but few have suc- 
in being practical enough to 
arouse any enthusiasm with 
men. Some time ago the companies 
ceased issuing the valued policy forms, 
and this should have materially reduced 
the moral hazard losses. It is evident 
from the trend of things, that this course 
was not adopted soon enough, and in all 
probability the effect of this measure will 
not be felt for a considerable length of 
time. There is too large a proportion of 
valued form policies still outstanding. 
Regarding the theft hazard it seems to 
us that an organized publicity campaign 
is vital. If the underwriters wished, 
they could form a bureau which could 
give information of exceeding interest to 
metropolitan newspapers on the subject 
of automobile thefts. These papers have 
been at great pains to secure the front- 
page stories on the subject for some 
time and have often succeeded in spite 
of serious obstacles. It is our belief that 
such a campaign would eventually force 
the police departments into extraordinary 
methods in order to combat the resultant 
rise of public opinion. It is freely ad- 
mitted that the discontinuance of the re- 
ward system in New York has been dis- 
astrous. If an incentive is necessary, 
then furnish it in the shape of public 
opinion. Officials are well aware that 
they must stand high in public opinion 
and they will unquestionally go to great 
lengths to do so. The underwriters must 
play on that fact if they hope for relief 


5 


ceeded 
insurance 


in the particular under discussion. Re- 
garding the public liability hazard, it is 
a most surprising thing that there is no 
organized campaign among automobile 
underwriters to reduce these losses, 
which are many times due solely to care- 
lessness. In fire insurance circles there 
are two great bodies, one strictly com- 
posed of insurance men and the other 
largely so, which are aimed to reduce 
losses due to carelessness. These are re- 
spectively the National Board of Fire 
Underwriters and the National Fire Pro- 
tection Association. There is an or- 
ganization, known as the National Safety 
Council, which is comparable in its work 
to the National Fire Protection Associa- 
tion but it receives the most meagre sup- 
port from the underwriting fraternity. 
We know of but two active insurance 
men who take part in its proceedings and 
one of them is a life insurance man 
whose interest is entirely personal. The 
other was connected with the Safety 
Council long before he was known in the 
insurance world, which was only about a 
year ago, so that his interest may be re- 
garded as largely personal. If liability 
losses are to be reduced materially, an 
effective safety campaign must be or- 
ganized and insurance men should either 
co-operate with the present organization 
or form one of their own, preferably the 
former method, since it would put auto- 
mobile insurance men in touch with 
others interested in the same thing, 
whether it be from personal or business 
motives. The automobile business needs 
concerted and effective action toward a 
definite end if it is to be put on a paying 
basis. 





EPORTS which were circulated last 
week to the effect that Jesse S. Phil- 
lips, Superintendent of Insurance of New 
York State, would shortly resign and had 
already signed a contract with the re- 
organized National Workmens Compen- 
sation Service Bureau, were denied at 
Mr. Phillips’ office in New York city. 
Rumors to the effect that Mr. Phillips 
would not complete his present term have 
been current for several months but there 
seems to be no reason to believe that he 
has any immediate intention of resigning. 
The forthcoming meeting of the Bureau, 
which has already several times been 
postponed, will definitely settle the ques- 
tion. 
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TEN YEARS’ GROWTH AND WASTE (1911-1920) 


(Copyright, 1921, by The Spectator Company, New York) 
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Berkshire, Pittsfield, Mass.............+- 101, 810, 341 9,269,323 13,967,442 5,319,575 381.01 23.05 57,309,519 56.29 87.39 
Connecticut General, Hartford ....+..... 542,649 47,330,325 23,478,578 2,592,467 110.44 20.14 240,566,714 68.42 490.41 
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HE announcement this week of the 

results of liquidating the Seneca 
Fire Insurance Company by the New 
York State Insurance Department should 
be of great interest to insurance agents 
who are endeavoring to combat mutual 
and reciprocal competition. As against 
several reciprocal failures of recent date, 
this is a case in which every creditor, in- 
cluding the policyholders, are to receive 
the full amount due them. Such evidence 
of the strength of the stock fire insurance 
plan should be given the widest possible 
publicity, pointing out at the same time 
the corresponding weakness of the mu- 
tual and reciprocal plans. It is a case in 
point which business men everywhere 
will appreciate and which remarkably 
well illustrates the main point of differ- 
ence between stock and non-stock varie- 
ties of insurance. 





TEN YEARS’ GROWTH AND WASTE 

NSURANCE aggregating $5,462,232,- 

170 was marked off the books of the 
twenty-eight life insurance companies 
shown in the accompanying table through 
lapsed or surrendered policies. Of this 
great waste $2,911,991,365 of insurance 
was lapsed and $2,550,240,805 of insur- 
ance was surrendered. Against these 


surrendered policies the insurance com- 
panies paid to policyholders the enormous 








sum of $820,250,632 or on an average of 
$321.63 for every thousand dollars of 
insurance surrendered, individual com- 
panies returning as much as $520.86. 
Very seldom can anything be said in an 
optimistic manner about lapsing or sur- 
rendering a necessary protection such as 
iife insurance has shown itself to be; it 
is nevertheless true that one of the best 
points in selling old line life insurance is 
the tremendous amount of money they 
pay to policyholders through surrender 
values. 

During the period shown the twenty- 
wrote $19,979,080,349 
of new insurance or over three billion 
dollars more than that written in the pre- 
ceding ten-year period; and despite the 
fact that 27.37 per cent of this amount 
was either lapsed or surrendered, the 
companies made a gain of $10,477,339,- 
206 of insurance in force. This was 
52.43 per cent of the total amount writ- 
ten. The table shows that the percentage 
of increase in insurance in force during 
the ten years amounted to 88.91 per cent. 

The items given above are very grati- 
fying and bespeak the wonderful strides 
made by life insurance in the past 
decade and particularly during the last 
few years . It is hardly necessary to call 
attention to the extraordinary amount of 
new business written or the great gain in 
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eight companies 


insurance in force; every item in the ag- 
gregate reflects a healthier condition in 
life insurance than has been previously 
displayed by this annual table. There is, 
undoubtedly, 


however, work 


to be done by the companies to prevent 


necessary 


the great waste occasioned by lapsation 
during the 
present period of reconstruction. During 
the past few years concerted efforts have 
been: made to cut down this loss, and that 


and surrenders, especially 


this is bringing results can be gleaned 
from the fact that while in the ten-year 
period 1904 to 1913 the percentage of 
lapses and surrenders to new issues was 
46.09, in this last ten-year period it had 
been reduced to 27.37. In the table pre- 
sented herewith it is interesting to note 
that while both the percentages of lapses 
and surrenders to new issues is lowering, 
the amount paid on each $1,000 of sur- 
renders is steadily rising. Every effort 
should be continued and redoubled by the 
companies in order to guard against this 
loss, as the time is particularly opportune 
for people who are temporarily pressed 
for money to either surrender or lapse 
their policies taken during their days of 
prosperity. 

Ordinary companies only are shown in 
the compilation and the writing of group 
insurance by companies transacting same 
are eliminated for the last two years. 















do 


th: 
int 
tes 


TI 
dei 
the 
Hz 


I 
brie 
ber 
fide 
It 
and 
wan 
chu 
duri 
enes 
Say 
the 
On 
willi 
vanc 
State 
alon: 
Wise, 


TH 
Py 
TI 
Pruc 
agre 
of t 
givin 
phlet 
woul 
by tl 
tator 
Reco 
not t] 
the 
Cabi: 
gest 
Wishc 
Later 
to coy 
the ¢ 
and 









1 in 
oup 
ume 








August 25, 1921 


THE SPECTATOR 





Life Insurance 








PRESIDENT’S LETTER ON LIFE INSURANCE 





A Contemporary’s Unwarranted Attack on The Spectator’s Enterprise 





MISLEADING STATEMENTS BY EASTERN UNDERWRITER 





Opinions Favoring Life Insurance by Members of Cabinet Not Copyrighted 


The last issue of the Eastern Underwriter 
contained a feature article on 
Copyrights, Letters written by the President 
and Vice-President of the United States to 
Tue SPECTATOR, and statements made by mem- 
bers of the Cabinet favorable to life insurance, 
the last gathered by the commendable enter- 
prise of Mr. Harvey Thomas. Our contem- 
porary’s article seems to be fair in some re- 
spects except that it contains certain gross 
inaccuracies, one or two of which unjustly 
reflect on THe Spectator. We quote from the 
Eastern Underwriter: 


Newspaper 


Learning that the Prudential was after these en- 
dorsements for life insurance, The Spectator Com- 
pany asked for permission to use them and was told 
that it could have them; that it was a matter of 
indifference to the Prudential who made use of the 
testimonials, as the Prudential had made them pub- 
lic. 

THe PRUDENTIAL’s PRroPOSsITION 


As a matter of fact, the first information that 
Tue SPECTATOR received, regarding the Pru- 
dential’s enterprise, was in a letter written by 
that company dated May 18, 1921, signed by 
Harvey Thomas, reading as follows: 


[To the Editor of THE Specrator.] 

I have recently gone to much labor to secure a 
brief expression on life insurance from every mem- 
ber of the Harding Cabinet. I tell you this con- 
fidentially now, for we are not ready to publish yet. 
It is my intention to use the stuff in the Record 
and also in small pamphlet form. 
want to include Harding and Coolidge in the bro- 
chure, and because you had statements from them 
during the campaign I did not bother to get new 
cnes, but do want to put them in the thing. I 
say frankly to you I should like to do this without 
the customary credit, but will make it if you insist. 
On the other hand if you do not insist I am quite 
willing you should have exclusive use, directly in ad- 
vance of our publication, say in a month, of the 
Statements from all the others. This could go to you 
alone, which might recompense for the neglect other- 
wise. But tell me what you wish me to do. 


Naturally we 


Tue ARRANGEMENT WITH THE SPECTATOR TO 
PRINT THE LETTERS OF CABINET MEMBERS 
Then followed an arrangement between the 

Prudential and THe Spectator whereby it was 

agreed that the Prudential could use the letters 

of the President and Vice-President without 
giving credit for them in the proposed pam- 
phlet, but it was provided that a statement 
would be published that the letters were used 
by the Prudential by permission of The Spec- 
tator Company in an article in the Prudential 

Record. Mr. Thomas explained that it was 

hot the intention of the Prudential to copyright 

the statements made by the members of the 

Cabinet. We understood Mr. Thomas to sug- 

Sest that Tue Specrator could do so if it 

Wwished—we could do what we liked about them. 

Later, however, the Prudential advised us not 

to copyright the testimonials without obtaining 

the consent of each member of the Cabinet, 
and THe Spectator thereupon wrote to Mr. 


Thomas, assuring him that in compliance with 
his request THE SpecTATOR would not copyright 
the individual letters, adding, “Whatever title 
we adopt for the proposed leaflet will be copy- 
righted, in accordance with the established rule 
of The Spectator Company.” 

In the article in the Eastern Underwriter 
appears the following: 

The copyright privilege cost $1, and the 12 copy- 
rights therefore cost The Spectator Company $12. 


Tuis JOURNAL CarrieD Out Its AGREEMENT 
As THE SPECTATOR paid $1 for the copyright 
imprint on “The President and His Cabinet on 
Life Insurance,” and the copyright asterisk ap- 
pears opposite the title only, it is evident that 
the Eastern Underwriter makes an incorrect 
assertion in charging THE SpecTator with hav- 
ing copyrighted the statements made by the 
members of the Cabinet. The fact that the 
article in the Eastern Underwriter quotes from 
contract letters between THE SPECTATOR and the 
Prudential, and also considering the incorrect 
charge in the Eastern Underwriter reflecting 
on our integrity, is the reason why we feel justi- 
fied in giving publicity to the foregoing letter, 
and the brief statement made in connection 
therewith, in order to prevent any misunder- 
standing of the facts on the part of those 
members of the insurance fraternity who may 
read the lengthy article in the Underwriter. 


PRESIDENT HArpING ONCE Epiror oF THE 
SPECTATOR 

As regards the suggestion in the Underwriter 
that The Spectator should have 
waived its copyright on the letters written by 
President Harding and Vice-President Coolidge 
to the editor of THe Spectator: the Pru- 
dential says these letters were written to THE 
SpEcTATOR during the presidential campaign; 
the Eastern Underwriter says: “Undoubtedly 
President Harding, in endorsing life insurance, 
wanted the whole world to know it.” The 
kindly, genial, generous spirit which imbues 
President Harding, led him to cordially write 
to the editor of THE Spectator: “The appeal 
peculiarly interests me, because my earliest 
newspaper work, when a student at college, was 
devoted to the issue of The Spectator, which 
was a fortnightly college publication in which 
I took a very especial interest.’”’ Probably thes2 
three reasons may have induced the President 
to write the letter to THE Spectator endorsing 
life insurance. 

We wonder if the Underwriter would also 
maintain that The Spectator Company should 
waive its valuable copyrights on the extensive 
and interesting articles exclusively written for 
Tue Spectator by Ex-Presidents Cleveland 
and Taft endorsing life insurance, the former 
the last article written for any newspaper or 
magazine by Mr. Cleveland. In the well-known 


7 


Company 


folder circulated by The Spectator Company 
entitled, “Advice of Great Value to the Amer- 
ican People,” containing the opinions of the 
Presidents of the United States on life insur- 
ance, which nearly every agent carries as a 
canvassing document, appear brief extracts 
from the articles referred to written by the 
distinguished statesmen mentioned. 


Wipe CircuLaTION GIVEN TO PRESIDENT’S 
TESTIMONIAL 

As to the free distribution of the letters of 
President Harding and Vice-President Cool- 
idge, through tke courtesy of THE SPECTATOR: 
the Prudential is widely circulating we do not 
know how many hundred thousand copies—the 
more the better for the good of life insur- 
ance; numerous company papers and daily 
newspapers, with our permission, have dis- 
tributed tens of thousands of copies free, or 
for the price of the publication; over a million 
copies of THe Spectator and the several pub- 
lications of The Spectator Company, contain- 
ing these endorsements of life insurance, have 
been scattered broadcast. “President Hard- 
ing, in ‘endorsing life insurance, wanted the 
whole world to know it,” and from the fore- 
going accounting of our stewardship, there 
seems a fair conclusion may be derived that 
the President of the United States showed 
wisdom in selecting the proper medium to ob- 
tain wide circulation for his message to the 
people of the United States recommending to 
them the benefits of life insurance. 

In view of the unjustifiable attack being made 
by the Eastern Underwriter on this paper, 
permit us to admonish its editor: 

O, beware, my lord, of jealousy; 
It is the green-eyed monster which doth mock 
The meat it feeds on. 


Illinois Life Buys Real Estate to Build 
Office Structure 


The Illinois Life Insurance Company has 
purchased the residences of Walter S. Brewster 
and Mrs. Mary B. Lawrence at 1206 to 1224 
Lake Shore Drive or North Michigan avenue, 
fronting 192 feet and having a depth varying 
from 118 to 125 feet, for $407,000, upon which 
the company will construct a handsome two- 
story and basement office building of Indiana 
white limestone after the character of a twelfth 
century French palace at a cost of around 
$500,0c0, which it will occupy exclusively as 
its home office, the structure to be completed 
and ready for occupancy by May 1 of next 
year. Plans for the building have been drawn 
by architects Holabird & Roche. 

From Mrs. Mary B. Lawrence, widow of the 
late Edward F. Lawrence, the red brick house 
with stone trimmings and land at No. 122 
Lake Shore Drive, 49 by 118 feet, was pur- 
chased for $107,000, being at the rate of $2183 
a front foot and $18.50 a square foot. 

From Walter S. Brewster the company pur- 
chased No. 1220 Lake Shore Drive, 143 by 120 
feet, for $300,000. The house is a handsome 


three-story structure of a superior type both in 
design, arrangement and finish constructed of 
yellow brick. 
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Seven Per Cent Interest for the Next Ten Years! 


This the Collins Farm Mortgages will bring you with faithful regularity. 
‘ They have done so for 37 years. 


Worth Par Always—Non-Fluctuating—Non-Speculative. 
What abcut other Securities? 


Since the beginning of the current year 46 corporations capitalized at over 
$800,000,000 have passed dividends and lost their investors $17,000,000. 


Before the Lockwood Investigating Committee the President of one of the 
greatest life insurance companies in the United States admitted that on stocks 
with a book value in 1906 of $34,096,453 held to December 31, 1920, there was a 
loss on the latter date through depreciation of $10,000,000. 


Can you afford to invest in speculative securities during this critical period 
of readjustment even if the rate of interest offered is unusually seductive? 


Collins Farm Mortgages assure you the highest protection for your estate 
and family for ten years to come. 


They do not depreciate and are not affected by financial upheavals, industrial 
depressions or panics. 


Just the security for the man or woman depending upon a regular income. 


Send for our Booklets ‘“‘Why Collins Farm Mortgages are Safe’’—‘‘As Others 
See Us” and “8% Collateral Trust Bonds.”’ 


They will show you the way to absolutely safe investments and happiness. 


THE F. B. COLLINS INVESTMENT COMPANY 


Members of the Farm Mortgage Bankers 
Association of America 


727 Monadnock Block, Chicago Home Office: Oklahoma City, Oklahoma 
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GUARDIAN LIFE MEETING 





Convention at Cleveland a Big Success 


ARTHUR BAKER HEADS LEADERS 
CLUB 


George L. Hunt Makes First Appearance 
Before Field Men 


Cleveland was the Mecca of field men of 
The Guardian Life Insurance Company of 
\merica when the fourth annual convention of 
the company’s field men opened on August 17. 
As the climax to one of the most successful 
years in the history of the Guardian Leaders 
Club, nearly 200 managers, agents and guests 
were in attendance when the curtain went up 
on the three-day gathering of the company’s 
star producers. Convention headquarters were 
at the Hotel Cleveland, where the business ses- 
sions were held. 

The convention got 
promptly on Wednesday morning, the first 
thing on the program being an address by Vice- 
President T. Louis Hansen. Mr. Hansen com- 
plimented the field men on their splendid work 
during the past club year, and in an interesting 
analysis of present business conditions spoke 
optimistically of the present and future passi- 
bilities of life insurance. The Guardian, vice- 
president cited figures to show that the per 
capita sum expended for new life insurance pre-: 
miums in this country in 1920 amounts to only 
three cents a day—the price of a daily news 


down to business 
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AMERICAN LIFE 
REINSURANCE 
COMPANY 


OFFICES 


DALLAS 
1000 Main St. 


CHICAGO 
108 S. La Salle St. 


BUSINESS GOOD 
at 
BOTH OFFICES 


INSURANCE IN FORCE 
OVER $25,000,000 
From 
OLD LINE COMPANIES 
ONLY 


A. C. BIGGER, PRESIDENT 
RED. D. STRUDELL, SECRETARY 
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“IT cannot help but believe that this 
figure can and will be considerably increased,” 


paper. 


he said, and in the course of his remarks re- 
ferred to the advisability of agents seeking out 
the most promising sources of business. 

The Guardian’s newly appointed superinten- 
dent of agencies, George L. Hunt, was warmly 
first 
company’s field men. 


received on his appearance before the 
Mr. Hunt’s interesting 
address on the essentials of successful life in- 
surance salesmanship reflected his wide experi- 
ence and training in field work. The Guardian 
men were very well pleased with their new 
agency superintendent. 

On behalf of Mayor William FitzGerald. 
who was unavoidably prevented from appearing 
before the convention, C. S. Metcalf, director 
of finance, extended the city’s welcome to the 
Guardian Leaders and presented them with a 
key to the city. 
by E. Elmo Martin of Cleveland completed the 
morning’s program. 

The following officers were selected to guide 
the destinies of the Club for the 
1921-22 club year: 

President, Arthur Baker, Tulsa: 
president, Charles K. Brust, Los Angeles: 
ond vice-president, Ralph A. 
Vice-presidents-at-large: Eastern district, Paul 
Southern and South- 
Stewart, Savannah; 


An address on “Confidenc2” 


Leaders 
first vice- 
sec- 


Trubey, Fargo. 


Alexander, Brooklyn; 
western district, Ottis FE. 
district, George 
Mountain 


Central Hoffman, Chicago; 
Northwestern, 
George Leisander, San Francisco. 
R. W. Graham, home office. 


Arthur 


and Pacific district, 


Secretary, 


Saker, the new leader of the Leaders, 


was the biggest producer among Guardian 
agents during the past club year. 

An interesting discussion of present business 
conditions as they affect the writing of life in- 
featured the afternoon 


Many agents from many different 


surance session on 
Wednesday. 
parts of the country were heard from, but they 
all agreed that the only difference between get- 
ting business now and a year or so aga is in 
working harder for it. 

\t the conclusion of the Wednesday meeting 
the Guardian party, which included a consider- 
able number of wives and families of the field 
men, entered upon the first feature of the en- 
tertainment program that had been provided 
for them—dinner on board the steamer “C and 
B,” followed by a sail on Lake Erie. 

When President Carl Heye of the Guardian 
appeared before the convention on Thursday 
morning to extend the company’s greetings, the 
tables were turned on him and he was greeted 
with a shower of applications. The Guardian 
field force, as a testimonial to the four Guar- 
dian “H’s’—Messrs. Heye, Hansen, Hunt and 
Assistant Actuary Howell—had brought or 
sent to Cleveland applications for $1,541,880 
worth of business. A huge stack of applica- 
tions was handed to Mr. Heye, who expressed 
his appreciation and tendered the congratula- 
tions of the home office for the work of the 
field force during the club year. 

\'session full of lively topics: filled the pro- 
gram on Thursday, and a full day of interest- 
ing events was listed for Friday, the closing 
day of the convention. The annual meeting of 
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managers took place on Saturday. On Thurs- 
day evening the field men were tendered the an- 
nual banquet. 


THE A B C OF LIFE INSURANCE 


New Edition Written by Millard Keys Is 
Now Ready 

\ new revised and enlarged edition of the 
A B C of Life Insurance published by The 
Spectator Company has 
from the printers. The sixth edition of this 
book, originally written by the late Charles 
Ic. Willard, president of a New York life in- 
surance company, has been entirely rewritten 
and enlarged by Millard Keys, assistant actu- 
ary of the Reliance Life Insurance Company, 
of Pittsburg, and associate of the Actuarial 


just been received 


Society of America. 

The A B C of Life Insurance explains clearly 
and concisely the elementary principles of life 
insurance in such language that every person 
can understand it. 
tables, net premiums, gross or office premiums, 
reserves, valuation with allowance for initial 
termina- 


The book explains mortality 


expense, loans, surplus, dividends, 
tions and surrender values, plans of insurance, 
disability benefits and double indemnity and 
group and industrial insurance, certain condi- 
tions in policy contracts, applications, risks, 
medical examinations, State supervision and 
annual statements. 

Among the features of the sixth edition of 
this work not contained in previous editions 
are the following: Several new tables in the 
chapter on mortality tables; chapters on dis- 
ability and double indemnity and on group 
In the chapter on 
statements, special attention has been 


and industrial insurance. 
annual 
paid to the gain and loss exhibit. 


The A 


the possession of 


BC of Life Insurance should be in 
everybody connected with 
life insurance, whether he be a company of- 


ficial, manager, agent, employee, lawyer or 
policyholder. Text matter has been boiled 


down to 100 pages so as to enable an intelligent 
man entering the business of life insurance to 
absorb the contents of the book by a few 
hours of study. The A B C of Life Insurance 
brought up to date constitutes a modern text 
book on life insurance. 


Buys $1,000,000 Life Insurance in $50,000 
Blocks 

Paul W. Arnold of Johnston & Collins, gen- 
eral agents of the Travelers, has placed a 
million dollar policy upon the life of George K. 
Culp, president of a concern manufacturing 
and distributing automobile tires. The policy 
is being issued in blocks of $50,coo for each 
new concern which joins Mr. Culp’s chain dis- 
tribution system. 


Life Year Book Out To-day 

An advance copy of the 49th annual edition 
of the insurance year book, life and casualty 
has just been received from the 
binders and deliveries will be made within the 
The book contains about I400 
pages and is replete with carefully compiled 
data regarding the life and casualty insurance 
business gathered from authoritative sources. 


volume, 


next few days. 
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MONTPELIER, VERMONT 


granite and marble. 





‘Stans e? Me 
F market test to its 


real opportunity.” 








Purely Mutual 


“THE BEST INSURANCE IN THE 


WORLD” 


“Vermont is famous the world over for its mountains of 


These enduring qualities of strength and 


stability have also made famous the National Life Insurance 
Company, whose investment composition rests upon a bedrock 
foundation of equal solidity. For seventy consecutive years, 


through wars, panics and epidemics it has applied the actual 


asset valuations and has maintained its 


reserves according to the highest standards required by any 
Insurance Department. An agency with the National is a 




















EXPOSE YOURSELF 
TO MORE BUSINESS 


You are greatly handicapped 
if you cannot write women at 
the same rates as men. Lincoln 
Life agents can. 


You are limited in production if you cannot 
write people who are overweight or have some 
slight physical impairments. Lincoln Life 
agents can. 


The age limit may exclude many prospects. 
Lincoln Life salesmen can write standard pol- 
icies downto age 10. 





You are ready to go after all the business in 
your territory whenYyou 


(CINK UP (wir tHe (LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates its Character” 


Lincoln Life Building Fort Wayne, Indiana 














Now More Than $180,000,000 in Force. 











Improved Disability Provision 


Claim may be made as soon as disability occurs—no 
probationary period. 


Payments begin immediately on approval of claim 
—no probationary period. 


Monthly payments, lifelong, conditioned on per- 
manence of disability. 


Immediate waiver of future premiums—no wait- 
ing until next anniversary. 


Full amount of insurance paid when insured dies, 
without deduction for disability payments or for pre- 
miums waived. 


This new disability provision brings the service of 
America’s oldest legal reserve life insurance company 
still closer to the needs of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 
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SEEK TAX REPEAL 


Bill Introduced to Remove Levy on 
Life Policies 


MEASURE BEFORE HOUSE COMMITTEE 
Taxation of Companies Also Included in 
New Bill 
Repeal of the premium tax on life insurance 
policies and the taxation of life companies as 
corporations are the two outstanding features 
of the revenue bill introduced in the House of 
Representatives this month, so far as the in- 
surance industry is concerned. The change in 
the basis of taxation was made, as were other 
changes, for the purpose of removing the tax 
burden from the general public and placing it 
upon the companies, where it would not be so 
visible to the eye of the consumer. The same 
policy was followed in repealing the various 
excise taxes and replacing them with taxes to 

be paid by manufacturers. 

One important change in the bill is in the 
amendment of section 204 so as to provide 
that business men and partnerships suffering 
losses in the operation of their business may 
deduct the amount thereof, under certain cir- 
cumstances, from the net income for the suc- 
ceeding taxable year, and if such net loss is 
in excess of the net income for the succeeding 
taxable vear, the amount of such excess shall 
be allowed’as a deduction in computing the 
net income for the next succeeding year. This 
provision is to be effective from January I of 
this year. Industry has long been agitating 
for the inclusion of such a provision in the 
law, which, it is claimed, would have saved 
the business men of the country millions of 
dollars had it been in the law last year, when 
prices declined. 

The new bill amends paragraph (1) of sub- 
division (b) of section 213 so as to cover the 
proceeds of life insurance policies paid upon 
the death of the insured, regardless of to whom 
paid. In the present law it is stipulated that 
such funds may be included only when paid to 
an estate or individual beneficiary. The change 
makes possible the inclusion of insurance car- 
tied by business men for the benefit of their 
business. 

In including life companies in the corpora- 
tion tax section of the law, the bill provides 
that life insurance companies are to mean com- 
panies engaged in the business of issuing life 
insurance and annuity contract (including con- 
tracts of combined life, health and accident in- 
surance) the reserve funds of which held for 
the fulfillment of such contracts comprise more 
than fifty per cent of its total reserve funds. 

In lieu of the tax imposed by section 230 of 
the present law and of all other taxes imposed 
by the act upon life insurance companies, ex- 
cept stamp taxes imposed by Title XI, and 
sales or excise taxes required to be paid by 
the purchaser under the provisions of Title IX, 
there is to be a tax of 12% per cent of its net 
mMcome upon domestic life companies and on 
'oreign life companies 1214 per cent of the net 
mMcome from sources within the United States. 
This tax is not to apply to fraternal bene- 


ficiary societies, orders or associations speci- 
fied in paragraph (3) of section 231. 

Following are the provisions of the bill deal- 
ing with life companies: 


(a) That in the case of a life insurance 
iia 


Sec. 245 
company the term income’? means the gross 
amount of 
from interest, dividends and rent. 

(b) The term “reserve funds required by law’ in- 
cludes, in the case of assessment insurance, sums ac- 
tually deposited by any company or association with 
State or Territorial officers pursuant to law as guar- 
anty of reserve funds, and any funds maintained un- 
der the charter or articles of incorporation of the 
company or association exclusively for the payment of 
claims arising under certificates of membership of 
policies issued upon the assessment plan and not sub- 
ject to any other use. 

Sec. 245 (a) That in the case of a life insurance 
company, the term “net income” means the gross in- 


gross 


income received during the taxable year 


come less— 

(1) The amount of during the 
taxable year which under paragraph (4) of subdivi- 
sion (b) of section 213 is exempt from taxation under 
this title; 

(2) An amount equal to the excess, if any, over 


interest received 


the deduction specified in paragraph (1) of this sub- 
division, of four per cent of the mean of the reserve 
funds required by law and held at the beginning and 
end of the taxable year, plus (in case of life insur- 
health 


and accident insurance combined in one policy issued 


ance cempanies issuing policies covering life, 


on the weekly premium payment plan, continuing for 


life and not subject to cancellation) four per cent 
of the mean of such reserve funds (not required by 
law) held at the beginning and end of the taxable 
year, as the Commissioner finds to be necessary for 
the protection of the holders of such policies only. 
(3) The amount of dividends included in the gross 
income. 
(4) An 
sums held at the end of the taxable year as a reserve 
for dividends (other payable during 


the year following the taxable year) the payment of 


amount equal to two per cent of any 


than dividends 
which is deferred for a period of not less than five 
years from the date of the policy contract. 

(5) Investment 
Provided, that if any general expenses are in 
investment ex- 


expenses paid during the taxable 
year: 
part assigned to or included in the 
penses, the total deduction under this paragraph shall 
not exceed one-fourth of one per cent of the book 
value of the mean of the invested assets held at the 
beginning and end of the taxable year. 
(6) Taxes and other expenses paid 
taxable year exclusively upon or with respect to the 
real estate owned by the including 


taxes assessed against local benefits of a kind tending 


during ° the 
company, not 


to increase the value of the assessed, and 
not including any amount paid out for new buildings, 


betterments made 


property 


or for permanent improvements or 
to increase the value of any property. 
C2). A 


wear, and 


allowance for the exhaustion, 


including a 


reasonable 


tear of property, reasonable 
allowance for obsolescence. 


(8) All 
its indebtedness, except on indebtedness incurred or 


interest paid within the taxable year on 
continued to purchase or carry obligations or secur- 
ities, the interest upon which is wholly exempt from 
taxation under this title as income to the taxpayer. 
(b) No deduction shall be made under paragraphs 
(6) and (7) of subdivision (a) on account of any 
real estate owned and occupied in whole or in part 
by a life insurance company unless there is included 
in the return of gross income the rental value of the 
Such rental value shall be not less 
than a sum which in addition to any rents received 
from other tenants shall provide a net income (after 
deducting taxes, depreciation, and all other expenses) 


space so occupied. 


at the rate of four per cent per annum of the book 


value at the end of the taxable year of the real 
estate so owned or occupied. 

(C) In the case of a foreign life insurance com- 
pany the amount of its net income for any taxable 
year sources within the United States shall be 
the same proportion of its net income for the taxable 
year from sources within and without the United 


States, which the reserve funds required by law and 


from 
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CLEVELAND MEETING 





Local Agents Working Hard to Make 
Convention a Success 


WANT RECORD ATTENDANCE 


Spectator Representative Finds Cleveland 
Association Enthusiastic 

The Cleveland Association of Life Under- 
writers is hard at work preparing for the 
National convention to be held in that city 
September 5, 6 and 7, and it is the aim of the 
local association: to make the gathering a 
record one, according to a representative of 
THE Spectator, who has been visiting Cleve- 
land. Letters have been sent out broadcast by 
Cleveland general agents inviting fellow life 
insurance men to attend the meeting which 
they are working whole-heartedly to make a 
success. 

Walter H. Brown is chairman of the Local 
Convention Committee and is assisted by Wil- 
liam L. McPheeters, Union Central; C. R. 
Walker, Penn Mutual; R. A. Tuttle, Midland 
Mutual, and J. W. Picard, Jr., Mutual Benefit. 

J. J. Jackson, 7Ztna Life, and Otis E. Logan 
of the Provident Life, are chairmen of the re- 
ception committee; E. A. Darmstatler, Massa- 
chusetts Mutual, chairman of the admission 
committee; W. L. McPheeters, Union Central, 
chairman of the entertainment committee, and 
John H. York, State Mutual, finance com- 
mittee. 


Insurance Coupon Project Being Organized 

The American National Insuring Company 
is being organized in New York for the pur- 
pose of handling trade coupons, the premiums 
for which are to be insurances of all kinds 
instead of merchandise, as has hitherto been 
the general practice. 

The company plans to place the coupons in 
stores all over the United States by means of 
agents and to redeem these coupons in insur- 
ance; fire, life, automobile, accident and health, 
or any other kind desired. This insurance is 
not to be restricted to any particular com- 
pany, but the holder of the coupons will be 
given an opportunity to specify where it is to 
be placed. According to present plans the 
coupons will have a value of about three per- 
cent of the purchase price, in other words, a 
buyer would receive three dollars’ worth of 
coupons with every hundred dollars’ worth of 
goods purchased. 

The plan is expected to prove exceptionally 
strong where life insurance is chosen, since 
the customer will then continue the effort to 
get and save coupons in order to keep up the 
annual premium. The same would work to a 
lesser degree in connection .with the other 
forms of insurance. 





held by it at the end of the taxable year upon busi- 
ness transacted within the United States, is of the 
reserve funds held by it at the end of the taxable 
year upon all business transacted. 

Section 246. That every life insurance company 
shall make a return for the purposes of this act. 
Such returns shall be made, and the taxes imposed 
by section 243 shall be paid, 
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THE RIDGELY 


PROTECTIVE ASSOCIATION 
of Worcester, Massachusetts 
Sickness and Accident Insurance 
FOR ODD FELLOWS ONLY 


Surplus to Protect PolicyeHolders - + = $282,550.00 
Deposited With Massachusetts State Treasurer, $100,000.00 





Metropolitan Casualty Insurance Co. 


OF NEW YORK 


Home Office 47 Cedar Street 


PLATE GLASS INSURANCE 








EUGENE H. WINSLOW, President 
ROBERT A. eo Vice-President. S. WM. BURTON, Secretary 
ONZO G. BROOKS, Assistant Secretary 


RELIABLE AND ENERGETIC AGENTS WANTED 











National Liberty 


Jusurance Company of America 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1858 


mene apeguendeed 1921. 


Cash Capital... . $1,000,000 .00 


Assets. . roused 12,071,029. 44 
Liabilities including Capital. aes . 8,565,072. 02 
Net Surplus... Ee . 3,505,957 .42 
Surplus - Policy Holders. . oe . 4,505,957 . 42 

HEAD OFFICE: 


709-717 Sixth Avenue, Cor. 4Ist Street, New York. 


eye, United States Fidelity & 
ide Se Guaranty Company 


Calvert, Redwood, Grant and Mercer Streets, 
BALTIMORE, MD. 
JOHN R. BLAND, President 
September 380, 1920. 








CAPITAL sel ” wes — xe knead es $4,500,000.00 
SURPLUS.. iis ... «-$4,332,069.78 

RESERVES. . ..21,705,056.69 26,037,126.47 
TOTAL CAPITAL, SURPLUS AND RESERVE...... $30,537, 126.47 




















Federated Fire Re-insurance Co. 


Authorized Capital $1,000,000.00 
Subscribed $1,000,000.00 


Re-Insurance Business Only. 








Home Office 
314-320 M.B.A. Bldg. Mason City, Iowa 




















Attention, Insurance Men! 





A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 


Address L438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 











INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1921 


Reserve for : peal PHEINGNINS |. 5 soo wrtorsins esis ess 
Other Liabilities. Pte 





$1,229,149 .74 
279,621.66 


Capital. . pee $500,000.00 
Net Surplus. . . 920,674.65 


Surplus to sasieaniihiains. $1,420,674 .65 


Total Assets............ $2,929,446.05 


Wm. H. Palmer, President E. B. Addison, Vice President. 
B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 
J.C. Watson, Treasurer J. M. Leake, General Agent. 





STOKES, as oe RD, HAUGHTON & S 
ELMER A. LORD & CO., Resident Managers 


THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLAR V 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 
TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 


Bstablished 1869 





LONDON GUARANTEE & AGCIDENT CO, Ltd, nee 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 





F. J. WALTERS, Resident Monomer, 55 John un Street New York. 


434 Walnut Street, Philadelphia, Fa. 


esident B non 
145 Milk Street, Boston, 











ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1921 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . .  $1,250,000.00 
. Net Surplus, . . . . $2,086,'742.08 
Surplus to Policyholders, $3,336,742.08 





WESTERN DEPARTMENT 
NEAL BASSETT, V. P. and Mgr 
W. T. BASSETT, Ass’t Manager 


EASTERN DEPARTMENT 
D. H. DUNHAM, President 


ASSETS. me 
SURPLUS IN U NITE DST ATES... 








NEWARK, CHICAGO ILL. 





TOTAL LOSSES PAID IN UNIT ED ST AT E S I ROM 





COMPANY 


Incorporated 185! 


ESTERN ASSURANCE 
OF TORONTO 


FIRE, EXPLOSION—RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1921 
$5,279,511 
$1,734,843 


1874 TO 1920 INCLUSIVE. $48,637,048 
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[ FIRE INSURANCE NOTES AND EVENTS 


NEW YORK SURVEYS 

As to Automaticity—Some years ago we 
heard the remark made by a fire prevention 
engineer that the longer he lived the less faith 
he had in the automaticity of automatic things. 
One reason for this is the lack of care which 
such devices receive, if not positive abuse. 
This point was developed very recently in a 
specilic report dealing with the condition of 
the automatic fire doors between two properties. 
There were dotible automatic fire doors be- 
tween the two buildings, but they had been 
rendered quite useless on the third, fifth, sixth 
and seventh floors. The doors on the third and 
sixth floors had been tied back with rope; 
those on the fifth had been securely held open 
by the placing of machiiery against them, and 
the door on the seventh floor was being used 
as a rack for paper and cardboard patterns, 
the latter hung on nails driven into the door. 

How Fortunate It Is —That losses are 
not settled by headlines. Last week a fire in 
Brooklyn started in the headlines with a mil- 
lion dollars loss and three thousand people out 
of work. The next morning it had climbed 
over on to a remote page in the paper and had 
dropped to two sticks with a loss of one hun- 
dred thousand dollars and approximately two 
hundred people out of employment. The actual 
loss will probably be under that. It is some 
comfort that losses are not settled by headlines, 
and especially the first headlines. 

Premium Income and Reserves.—In con- 
nection with this subject, never mind what 
company or speaker takes it up, one important 
point is overlooked, and that is that the State 
may require too high reserves at the present 
time, and if that is so might it not be judicious 
to take it up with the State Departments and 
have the matter adjusted? Merely to approach 
the question with the statement that the re- 
serves are carried as required by the State is 
Business conditions may so have 
changed that lower reserves might serve all the 
purposes of the insuring community. 


not sufficient. 


As to Boiler Insurance.—\We had occasion 
the other day to look up the record of this branch 
of insurance, and it was interesting to note that 
almost year by year and for any series of years 










the loss ratio was approximately ten per cent. 
This is highly confirmatory evidence of the 
claim that in this type of insurance there is 
plowed in approximately one-half of the pre- 
mium receipts for inspection and oversight 
purposes. One sometimes whether 
other branches might not with profit adopt this 
very high standard. 


wonders 


BOSTON AND VICINITY 
Leaves for Coast.—Alfred 
vice-president of the Boston Board of Fire 
Underwriters, leaves Boston this week for Los 
Angeles as a delegate to the agents’ convention 
in that city. This will probably be his last trip 
as a delegate, which position he has filled for 
some years past, for, as ranking vice-president, 
he will in all probability be the next president 
of the Boston Board. 

Three New England Fires.—Three fires 
in Northern New England the past week caused 
a total property loss of $145,000, as follows: 
Bretton Woods, N. H., two large stables and 
contents, owned by the Mt. Washington hotel, 
$40,000 loss, insured in the Palatine for $16,509 
o1 buildings and blanket policy on contents: 
Dirigo Theater building, Ellsworth, Me., $20,- 
oco loss, insured $4500 in the Home, $3000 each 
in Hanover and North America, $2500 in Bos- 
ton, and $2000 in London and Liverpool and 
Globe: C. B. Cummings woodworking mill at 
Bemis, Me., $85,000 loss, with $75,000 insur- 
ance, as follows: $7500 each in the 
Lumber Mutual, Pennsylvania Lumber Mutual, 
Lumbermens of Ohio, Indiana Lumber Mu 
tual, Central Manufacturers Mutual, Millers 
Mutual of Texas, Fitchburg Mutual $5000. 


Davenport, 


Boston 


PHILADELPHIA NOTES 
- Philadelphia Exchange Planned. — Al- 
though the inactive realm of business still con- 
tinues here, optimistic views which have gained’ 
prevalence during the past two weeks still con- 
tinue. The chief interest of the week has been 
gossip and rumors, touching on most every 
subject, but particularly on that of a new build- 
ing for the fire insurance district, to be known 
as the Insurance Exchange. Where the build- 


ing is to be erected and who is supposed to be 
back of the project have not as yet been re- 


KEINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


vealed. It is said, however, that a site has 
been selected, and that the building will be 
about ten stories in height, and about 100 feet 
wide, with a running of some 120 feet to the 
rear. If this rumor materializes many along 
the street will be glad, as desirable up-to-date 
office space here is almost out of the question. 


CHICAGO AND THE WEST 

Bureau of Fire Prevention—The Fire 
Prevention Committee of the Chicago Safety 
Council made an investigation of the condition 
of the Bureau of Fire Prevention and Public 
Safety. The report of the committee indi- 
cated that the number of firemen detailed to 
the Fire Prevention Bureau is inadequate to 
look after the theaters and moving picture work 
alone, to say nothing of the handling of com- 
plaints and all other inspections required by 
the department. The committee recommended 
that the finance committee of the City Council 
increase the number of firemen detailed to the 
Bureau from 35 to 50. 

Western Sprinkler Changes.—J. M. Deck- 
ert, Jr., of the National Liberty was elected 
chairman of the Western Sprinkler Leakage 
Conference at the meeting held on August 109. 
He succeeds Harry Von der Lieth, who goes 
to New York as general agent of the Eastern 
department of the Phoenix of London fleet. 
Cushman Abbott, of the Pheenix of Hartford, 
was elected vice-chairman, succeeding Mr. 
Deckert. 

Sends Fire Prevention Circular to Needle 
Trades 

Joseph Gladstone, an insurance broker of 
New York city, has sent to the needle trades 
concerns located in and about New York a fire 
prevention leaflet. This leaflet was actuated 
by an editorial in the New York Herald, which 
is quoted, and also by one from THE SPECTATOR 
printed in the column headed “New York 
Surveys.” 

Mr. Gladstone has in this leaflet explained 
the precautions necessary in the needle trades 
in order to insure for the least possible cost 
and then proceeds to detail a number of definite 
hazards 


methods of protection against the 


common to these trades. 
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HOME OFFICES GRAND RAPIDS 


J.FLOYD IRISH HARMON J.WELLS 


Sec'y AND MANAGING UNDERWRITER COLON C. LILLIE Secy AND GENERAL MANAGER 
PENINSULAR FIRE INS. CO, PRESIDENT PENINSULAR CASUALTY INS.CO. 


MORTGAGE LOAN DEPARTMENT 


DETROIT 
COMFORT A.TYLER, Manager 











14 





Ly 





\ugust 25, 1921 


THE SPECTATOR 

















FIRE 

MARINE 
AUTOMOBILE 
TORNADO 
HAIL 


FARM 
PROPERTY 


THE TWO PENINSULARS WRITE A | 





‘ance to a real man than the word duty. 
GRAND RAPIDS-> MICHIGAN Nothing appeals with such <ccuuiniian ina 


UTY 


No word in any language has greater signifi- 


as this inborn, inherited sense of duty. 


In all literature there is no greater illustration of the power 
that duty exerts over man than in Homer’s story of Ulysses, 
King of Ithaca. In attempting to return home after the siege 
of Troy, he is shipwrecked on a foreign shore and all his follow- 
ers perish. It proved to be the land of immortals who are 
greatly impressed with Ulysses and endeavor to persuade him 
to dwell among them. Flattered and cajoled, time passes, but 
finally Ulysses awakens to he fact that he should return to his 
wife, Penelope, his family, his people, his kingdom. He tells 
of his love for Penelope. The Goddess argues that her love is 
as great or greater than that of Penelope. Therefore, he should 
stay with her. He tells of his family pride, his patriotism, ‘his 
honor, but every argument is skillfully met by the immortals. 
Finally he asserts that it is his duty to cherish and protect his 
wife and family, to be a real king to his people, guiding them 
carefully to better their condition, to defend his kingdom against 
all comers. The immortals had no argument to offset the in- 
born, inherited sense of duty. Duty is greater than pride, 
greater than honor, greater than patriotism, greater than love. 
It is the great commanding force that keeps mankind true to 
its ideals. 


Insurance companies are actuated from a sense of duty to 
perform. ‘They are a great intellectual moral force teaching 
every day practical lesssons in honesty and uprightness. Their 
guiding hands are forcefully, persistently teaching the word of 
the Master. Theirs is not a theoretical Sunday sermon but 
an every day sermon. Pride, honor, love, may or may not 
influence them but duty does—duty to agents, to policy hold- 
ers, to stockholders, to society. 


Next to government itself insurance is the most stabilizing 
influence in society. It encourages and protects individual 
thrift and responsibility without which this world would revert 
to chaos. 


The men guiding the destines of Michigan’s Two Peninsulars 
believe in this inborn, inherited sense of duty and they will not 
skirk their responsibilities. 








GRAND RAPIDS> MICHIGAN 
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AUTOMOBILE 


HEALTH 


ACCIDENT 


COMPENSATION 


COMBINED AUTOMOBILE POLICY 
COMBINED HOUSEHOLD POLICY 


Peninsular Fire Insurance Company 
Peninsular Casualty Insurance Company 





Colon C. Lillie, President 
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“THEY ARE BUILDING THIS COMPANY 
AS AN AGENTS COMPANY” 


At one of the recent $100,000 Club Conventions of this Company, one of 
our prominent General Agents said: 








“Ladies and Gentlemen: I have been in the Home Office 
of a big Company for more than 25 years and during this 
time I have had occasion to come in contact with the Home 
Offices of various Insurance Companies, in fact, most all 
of them. I know the personnel and organization of these 
Companies and it is my conclusion after being with the 
Missouri State Life only a very short time, that the biggest 
and greatest asset we have 1s not the wonderful policy contracts, 
the liberal Agency Contracts, the care of sub-standard risks, 
or any one of the numerous other advantages—but, our great- 
est asset 1s the service and co-operation we get from our Home 
Office and the Officials of the Company. 


















“T have never before seen a company so organized—so 
conducted. The Agent gets every possible help and 1s 
treated as the man who 1s doing the business. The Officials 
are building this Company as an Agent’s Company and this 
1s the reason they have made such wonderful progress. They 
have given us the service and as a result we have written 
more business.” 









A spontaneous expression—just the result of his natural enthusiasm— 
the words of this General Agent are our best proof that we are succeeding 
in our endeavor to serve our Agents in every way possible, to help them 
broaden their field of operation, to help them make more money. 








There is room in our organization for well equipped leaders—drop us a line. 


MISSOURI STATE LIFE INSURANCE CO. 


M. E. Singleton, President Home Office, St. Louis 


The Utmost in Production 
ACCIDENT AND HEALTH 
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AWAITING A DECISION 


Agents Should Give Prospect Time to 
Consider Proposition 


MUST LEAD BUYER DURING TALK 


Much Advice Contained in “The Art of Sell- 
ing,’’* by John S. Tunmore 

The salesman, by watching carefully the 
facial expression of the prospect, will readily 
discern when it is advisable to stop talking, 
and wait, because if he expects to close the 
sale he certainly must allow the prospect to 
give at least some thought to the question of 
his decision. Few people can make a decision 
quickly, and even those who do require at least 
some time to reflect upon the pros and cons 
and consider what has been said. At these in- 
tervals, which may be easily noticed, preserve 
silence and leave it to your prospect to resume 
the conversation. From the nature of his 
opening remark you can judge what cue to take 
—whether to continue the argument, close the 
sale, or seek another more promising case. 

Again, I am compelled to recall a personal 
experience. This was in the case of a bank 
president and illustrates what has been said 
in a previous chapter in regard to preparation, 
and it is also apropos of the points considered 
here. 

It was about four o’clock one afternoon, and 
I had a hunch that this particular man, who 
was as busy as a bee during the day, and fre- 
quently into the night, might be in a receptive 
condition of mind, smoking a good cigar an 
hour after the close of banking hours. I 
walked into his office and said: 

“Mr. S., I will give you $5000 insurance 
from now until January first for so much. | 
wrote down the cost on the back of an envelope 
and put it on his desk. He said: “Do you 
Mean to say that if I died between now and 
the first of January [it was then November] 
my family will get $5,000?” I said, ““Yes.’’ He 
then said: “I suppose my regular annual pre- 
mium will be payable about the first of Janu- 
ary.” I said, “Yes.” Then I kept still, and 
he said: “I expect to be in a position at that 
time to pay the premium.” (I had thought he 
Would be.) 

He said: “I will take it.” I pulled out an 
application, he signed it, and the transaction 
si sale was completed within three or four 
minutes of the first time I introduced the sub- 
Ject to him. I had not canvassed him before 
for this case. 


Copyright, The Spectator Company. 


Just as I was about to walk out he said: 
“Wait a minute.” I again kept silent while he 
did more thinking. He finally said: “Could I 
get twice as much insurance for double the 
rate you have quoted?” I answered, “Yes.” 
Again he hesitated for about a minute and 
said: “I will take $10,000.” 

Had I rambled on and talked about a lot of 
things in connection with the deal instead of 
remaining silent and giving him time to think, 
I would probably have driven from his mind 
the possibility of increasing the amount and 
thereby missed the opportunity of the addi- 
tional sale. 

There is nothing 
watching the working of the human mind, as 
indicated by the facial expression and nervous 
movement of your prospect. Try it, if you are 
not in the habit of doing so. 

From the first approach when you arouse 
his interest on to the time when his attention 
is riveted by your appeal, during which time he 
has the matter under consideration, and then 
along to the time when your selling talk may 
impel action, until finally you experience the 
feeling of satisfaction, while he places his 
name upon the dotted line of the contract, the 
interest is intense. 

Trout fishing has its 
exhilarating interest, but neither of these is 
to be compared with the wonderful and fas- 
cinating game of life with the human mind as 
the salesman’s formidable opponent. His mas- 
tery of his subject, coupled with the domina- 
tion of the prospect’s mind, is an achievement 
which may be properly compared to the faith- 
ful and noble service rendered by the doctor 
in alleviating human suffering and even to some 
degree comparable, because the same princi- 
ples are involved, to the preacher, who by his 
eloquence and power arouses the lethargy of 
his audience to the highest pitch of attention 
and brings about the reincarnation of the noble, 
the good, and the beautiful, in the mind and 
in the lives of his audience. 

The importance of service in connection with 
selling can hardly be overestimated. As an 
illustration of this, the incident was related at 
a recent trade convention of an old lady going 
into one of the large stores in New York. 
Some of the attendants in this establishment 
were not particularly courteous to her, but 
there happened to be a certain salesman who 
took the pains to exert himself and was not 
only courteous but -solicitous of serving the 
customer. The party left the store without 
buying anything, but returned later and placed 
an unusually large order, giving it to the sales- 

(Continued on next page) 
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more fascinating than 


fascination, golf its 


ENTHUSIASM 


Agent Should Impress Upon Prospect 
Value of Insurance 


MUST BELIEVE IN WHAT HE SELLS 


Talk Prosperity and Be Cheerful Best Way 
of Getting Audience 


By WiLt1AM THORNTON 


Abraham Lincoln, shortly after his inaugu- 


ration, besieged by friends and near 


friends, who were looking for government ap- 


was 
pointments. Abe’s was a generous nature, and 
he wanted to do something for all of his 
clamorous simply 


petitioners, but the jobs 


around, and 


Shortly 


wouldn’t hold out until he got 
some of the men didn’t get places. 
Abe 
which his attending 
small-pox. He grimly sent word to his friends 
that he had something he could give all of 
them, so the story goes. 

You have something you can give all of 
your prospects, and it is just as contagious as 
small-pox. Cultivate the habit of enthusiasm. 
Believe in yourself, believe in your company, 
You chose the insur- 


afterwards, was seized with an illness 


physicians pronounced 


believe in its policies. 
ance business as a vocation; convince people 
that you did so because you thought it was a 
good thing. Let people understand that in- 
surance will confer 
diffused. 

Smile, talk prosperity, tell your friends you 
are happy, and the policies you have sold 
others have made them happy. 

A few days ago a brochure reached our 
It was designed as an aid to life insur- 
ance salesmanship. Being interested, we read 
from page to page. One account followed an- 
other of instances from real life—the names 
were given, facsimile newspaper clippings were 
produced and their authenticity vouched for— 
telling of men who had possessed and lost 
wealth, who had died penniless, leaving de- 
pendents. 

We closed the book, feeling very much as 
if we had paid a visit to a morgue. 

No doubt some salesmen use these stories 
to good effect; we do not question their rela- 
tive value in some instances, but they don’t 
always get results. 

It is related of John Calvin that he under- 
took to change the belief of Mary, Queen of 
Scots. He preached and preached—and 
preached in vain. 

You can torture a few men into providing 

(Continued on page 19) 


benefits wherever it is 


desk, 








NEW PROSPECTS 





Salaried Man Again Coming on Insur- 
ance Market 





IS BETTER OFF THAN BEFORE 


Readjustment Makes Office Employee Re- 
turn to Former Standing 
Occasionally an agent writes us that due to 
closing of factories he is unable to get any 
business, says The Co-ordinator, which con- 
tinues : 


We have received those letters from agents 
located in towns of 50,000 to 100,000 population 
and we have considered that it was our job to 
point out to those men where to find business. 

It is possible that some of our fieldmen have 
not written us about their difficulties, but still 
feel that due to the fact that industries are not 
running full time they are unable to write busi- 
ness. This article is intended for them. 

For the past four or five years the “under 
dog” of this country has been the white collar 
man—the fellow who was working for a 
salary. Wages were going up; so were the 
necessities of life. Salaries did not keep pace 
with them. 

Many a man who was a very important cog 
in the office organization of the firm for which 
he worked enjoyed but a very small increase 
in his salary, notwithstanding the great in- 
crease in business enjoyed by his firm. For 
that reason work among the salaried classes 
was not especially profitable to the salesman 
of accident and health insurance. 

So for the last four or five years we have 
all been devoting our efforts to insuring the 
man who was getting the big money—the wage- 
earner. We have taken applications from fel- 
lows who were working on machines calling 
for monthly premiums of $5, $8, $10, even $12. 
It hasn’t been hard to get them, either—just a 
matter of a few minutes’ conversation, because 
the men had the money with which to pay for 
them. 

Then along came the well-known readjust- 
ment. Work at high wages for men who had 
been working on machines became scarce; in 
some localities it even ceased to exist. Gradu- 
ally the savings accumulated during the period 
of high wages became depleted and the men 
out of employment were no longer good pros- 
pects for insurance. 

So strongly had the habit of insuring only 
this class of prospects become fixed with some 
of our representatives that when they found 
they could no longer insure them they thought 











(Continued from page 17) 
man who had been careful to please and serve 
her on her previous visit. Afterward she re- 
quested the concern to send the salesman to 
Scotland, where she retained his services in 
the completion of Skibo Castle. The customer 
was Mrs. Andrew Carnegie. 





Insurance Sales Letters 


Open the way to real business—create a keen 
vealization of the value of adequate insurance and 
prepare the way for a personal call to close the appli- 
cation. More than 400 salesmen are using Hull’s 
sales creating letters for life, accident, partnership, 
Corporation and fire business. An insurance com- 
pany official writes, “‘Am well pleased with the letters. 

hall be able to make effective use of them.” Re- 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. 


Address 


Exclusive, care of The Spectator 








there was no one left to insure. They totally 
overlooked the fact that with the cost of living 
coming down the salaried man was again com- 
ing into his own. 

To-day he is a better prospect than ever be- 
fore. There are, practically speaking, just as 
many of him as there ever were. The average 
salaried man is the man who has had con- 
siderable service with the firm he works for, 
and.if on the job to-day he is there because his 
experience and efficiency have made him valu- 
able. 

In most instances his salary is as large as it 
was last year—but it is worth a great deal 
more than it was last year in buying power. 

Firms hesitate to let go of efficient office help. 
They find it comparatively easy to build up the 
shop organization when orders begin coming 
in, but it is a difficult matter to train an effi- 
cient office man. Consequently during dull 
times they let go of only the inefficient, which 
usually is comparatively a small proportion of 
any office force. 

Make up your mind that you can write busi- 
ness to-day among the salaried classes—and 
you will write some, provided you try. The 
mere fact that a man has an office job is no 
guarantee to him or his family that he does 
not need accident and health insurance. His 
work may be reasonably safe, but sickness 
comes to all of us sometime. l[urthermore, 
the office man is just as likely to be run over by 
an automobile while crossing the street as the 
day laborer, and such an injury will lay him up 
just as long and cost him perhaps more for 
doctor bills and hospital attention. 

Every good reason for an intensive cam- 
paign among the salaried classes exists at this 
time. Such a campaign will get results. Try 
it out in your agency. By trying it out we 
mean keep after it until results come. 


Prospecting 


No matter where an agent may be, he should 
be on the constant lookout for prospects. As 
he progresses in the business he will learn to 
look “through the eyes of an insurance man” 
on people and situations. As he develops his 
other faculties, so will he acquire and develop 
“a sense of prospecting.’ A great many in- 
surance salesmen waste precious hours waiting 
in the offices of prospects when they could 
utilize their time by seeking prospects in the 
same building or community. A successful in- 
surance man said a few days ago that really 
the days were too short for him. Compare 
this man’s attitude with that of the average 
insurance man, who fools himself into believ- 
ing he has done a day’s work when he has 
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made less than four calls that day and has not 
spent a single minute in study or planning his 
campaign of action for the next day. 
must be constantly on the lookout for pros- 


So we 
pects. Merely being on the lookout for pros- 
pects or making a mental note of them will 
avail us nothiag. Bear in mind that prospects 
are the lifeblood of our work and that if we 
are to get the most out of prospecting we must 
carefully record this “hunch” or _ that 
promptly.—The Os-Li-Co. 


The Life Agents Brief 
The Life Agents Brief contains much valuable in- 
formation arranged in every accessible form and it 
will prove very valuable to the field man.—James C. 
Biggert, general agent, The Penn Mutual Life. 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 


A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 

SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 


THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 

FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

BBG fe cis riare Wueenatace rotate . .$128 .05 
Twenty Payment Life........ $167 .10 
Twenty Year Endowment. ...$235.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bildg., Concord, N. H. 
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Prompt Service 





The demand for an outlet for excess on Life Insurance 
Policies has been met by 


THE REINSURANCE LIFE COMPANY 
OF AMERICA 


DES MOINES, Iowa. 


REINSURANCE ONLY 


Full Coverage 








H. B. HAWLEY, President 


F. D. HARSH, Secretary 

















(Continued from page 17) 
against the day of their death, but why have 
your friends and prospects dread to see you 
coming ? 

Smile. Tell the bright side. 
good cheer. People will be glad to see you; 
you will find an easy entree; prospects will 
spring up when you little thought of finding 
them. The happy, enthusiastic chap gets an 
audience where the gloom merchant never so 
as gets a chance to look in. 
It is infectious. 


Always be of 


much 

Be enthusiastic. Tell how 
the proceeds of some life policy you sold a 
few years ago have rendered the widow and 
children independent and happy. Tell of in- 
stances where boys and girls have been edu- 
Relate the 


cated by means of life insurance. 





Perfect Personal Protection 
The Combined 


Life, Health 


and 


Accident Policy 


Issued only by the 
Niagara Life 
Insurance Co. 


Protects Both Yourself and Your Dependents 





HOME OFFICE 
Niagara Life Building, Buffalo, N. Y. 


Reliable Live Wire Agents Wanted 


EUGENE TANKE, President 
— W. C. DIXON, Secretary 











story of the man who bought an old age en- 
dowment, whose declining years are now in- 
Warm your prospects. Paint a 
glowing picture. Tell them what life insur- 
ance will do, with not so much stress on the 
misery the lack of it brings. You know about 
these cases—they are your actual experience 
if you have been in the business a few years, 
and no doubt your prospects know about them; 


dependent. 


they simply need you to remind them. 
Remember, always remember, that yours is 
a humanitarian calling. No doctor who has 
stood at the bedside of a sufferer and allevi- 
ated pain, no lawyer who has pleaded justice at 
the bar, has ever done more for the good of 
his race than you are doing. Perhaps the only 
greater profession than yours is the ministry. 
When you have sold a policy you have 
prompted thrift, independence and happiness. 
You have created vistas of new possibilities in 


years to come. Why shouldn’t you be happy? 


You have thought very little of the reward 
to yourself, but constant, persistent effort, 
never-failing enthusiasm, will yield large re- 
turns; you will sell more insurance; your in- 
come will be rapidly increased. 


A Deal in Sweet Peas 

As Warren Ryse was leaving the Immense 
Department Store one day he heard a woman 
exclaim: “No sweet peas! Oh, dear, I’ve 
gone to half the stores in town and they’re all 
out. And I wanted them for 
lunch.” 

“Sorry we can't oblige you, Miss,” 
the clerk in an effort to conciliate the disap- 
pointed customer, “but we never handle any 
Our flower department don’t pay 


particularly 


replied 


sweet peas. 
expenses as it is.” 

The woman walked toward the entrance of 
the store in a manner which suggested that 
she was at her wits’ end. Ryse caught up with 
her and addressed her in a low tone. “If 
you'll wait a moment, Miss Madsun, I'll see 
the management for you. The ordinary clerk 
isn't resourceful, to say the least.” 

The woman put out her hand and smiled 
brightly. “Thank you so much, Mr. Ryse. 


I’m going to have company and I especially 
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wanted something rare in the way of flowers, 
but the season is just beginning and nearly 
every sweet pea in the city has been snapped 


up.” 
Ryse succeeded in passing various  secre- 
taries and information bureaus and _ finally 


reached the private office of Richard Macksen, 
president of the company. “I’ve come to do 
you a little favor,” announced Ryse. 
Macksen “You've got a new life 
insurance policy, something specially adapted 


smiled. 


to my situation, and you're going to let me 
have one before the supply is gone,” he re- 
cited. “Well, tell me about it. I'll listen— 
two minutes.” 

“You've got a 
Ryse. “Miss Mary Madsun has just come 
here for sweet peas after having failed to get 
them at the greenhouses. Your clerk didn’t 
know that she belongs to a wealthy family, but 
I do. Furthermore, I know that she’s going to 
marry a millionaire in a few months. You 
can't afford to send her away from your store 
disappointed. Now my wife raises the finest 
sweet peas in the city. We don't sell them, 
but as a courtesy to you we'll let you have 
enough to fill Miss Madsun’s order and you'll 
retain her good-will.” 

Macksen put his hand on Ryse’s shoulder 
and addressed him familiarly: “I’ll remember 
this, Mr. Ryse. I'll go down and take the 
order myself and—come to see me some time.” 

Six months later Ryse called upon Macksen 
again. “Want to see me?” he inquired as he 
shook hands with the president of the Immense. 

“I guess I do. Get out anything you want 
to and I’ll sign it. We sold $15,000 worth of 
goods the other day as the result of that sweet 
pea transaction, and I want to square myself.” 

Ryse filled out an application for $100,000 
and Macksen signed it without flinching. 
“This store can’t do without such friends as 
you, Ryse,” he said, as he blotted his signature. 


surprise coming,” replied 


More Sales 

Here’s just a few words from a fellow who 
sold a quarter million last year with not a 
single application over $5000, I feel just like 
telling every man in the field just what can be 
done by putting joy into the work, calling on 
many people and so selling your prospect that 
he will recommend you to your friends. In- 
ject something into your sales talk that will 
interest the buyer. More sales make better 
salesmen. I know of nothing that brings such 
splendid returns in the way of a happy life not 
only from a commission standpoint but from 
the satisfaction that you have sold the cleanest, 
safest thing in the world—IlVhitfheld Ford, in 
the Missouri State Life Bulletin. 


Life Course at Cincinnati 

A course in life insurance is to be established 
at Cincinnati University this fall. W. A. R. 
Bruehl, Jr., of the Home Life Insurance Com- 
pany will be the instructor in charge. The 
classes will be given at night in connection with 
the department of business and commercial 
engineering. It is expected that there will be 
100 members in the opening class. 














Our system of individual ac- 
counting is distinct from any 
plan of life insurance on ths 


market. Its justice makes an 
immediate and forceful appeal to 
the prospect. The accumulation 
of funds over the mortuary and 
expense accounts is another orig- 
inal and striking feature. We 
offer you the opportunity to make 
a connection which will give you 
every possible advantage in point 
of attractive goods. 


Guaranteed Equity 
Life Company 
W. W. KREAMER, Pres. 
127 N. Dearborn St. Chicago, Ill. 

















Peoples 
Life 
Insurance 
Company 
Frankfort, Indiana 


$1,413,961.00 on Deposit with the 
Indiana Insurance Department. 


$206,155.00 Surplus Protection to 
Policyholders. 


$16,000,000.00 Insurance in force. 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO AND ILLINOIS. 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 
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Cold Canvassing 


John J. Huber of the St. Louis Agency of 
the Missouri State Life of St. Louis, Mo., be- 
lieves in an occasional cold canvass to increase 
his supply of prospects. He recently selected 
from the telephone book fifty names of folks 
who live within walking distance of his home 
and went out after them on a cold canvass. He 
wrote twenty-one applications totalling $21,500. 
You think writing twenty-one applications in 
order to get $21,500 business is not time well 
spent? Here is a man who was just friendly 
with these folks and who didn’t tarry to quib- 
ble about the amount, but took the application 
and went on to the next neighbor. What has 
he? Twenty-one clients, friends and policy- 
holders! He has their family history, amount 
of insurance they are carrying, where they 
work and their position—all the data right at 
hand. Furthermore, he has fully as many 
more prospects and is busy morning, noon and 
night endeavoring to see them all, for Huber 
never fails to get the name of a friend who 
needs some insurance. In fact, in one case the 
father has told him to come back just as soon 
as his little daughter reaches age fifteen, which 
will be very shortly, as he has decided to make 
a gift to her of a $10,000 endowment policy, 
if the company will accept it. 

Any time any agent gets it into his head 
that anything will take the place of presenting 
life insurance in an intelligent, courteous man- 
ner to “the common people,” and lots of them, 
he is mistaken, that’s all. The history of the 
success of many members of the $100,000 
Clubs and Quarter Million Club can be traced 
directly back to just such plans and methods 
as adopted by Mr. Huber. Remember, he won 
the vice-presidency of the $100,coo Club this 
year. 





Inheritance Tax Prospects 

The records of surrogates’ and probate of- 
fices will disclose many live and likely pros- 
pects for inheritance tax insurance. These 
prospects are executors of wills and adminis- 
trators of estates. FExecutors and administra- 
tors have had experience with the necessity of 
raising ready cash to pay inheritance taxes, to 
pay lawyers’ fees and to pay the various ex- 
penses of administration. They know that 
securities must be sacrificed in order to make 
these payments; they know of the difficulties 
they encountered in raising ready cash; they 
know of the shrinkage caused by inheritance 
taxes, both directly and indirectly. A short 
explanation will demonstrate to them how in- 
heritance tax insurance will eliminate these 
losses, shrinkages and difficulties. 

In addition to executors and administrators, 
the records will show the names of various 
beneficiaries, legatees, heirs-at-law, and next 
of kin, who have had actual esperience with 
inheritance taxes and expenses of administra- 
tion. They know from experience how the 
amounts they expected to receive were de- 
creased; how the various necessary legal steps 
delayed payment to them. A _ short, concise 
explanation of inheritance tax insurance should 
result in placing a substantial amount of busi- 
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Personal! 


It’s the personal, 
friendly spirit that 
makes the Peoria Life 
Happy Family of 
Successful Agents. 


HE PEORIA LIFE 
gives SERVICE to 
its policyholders and 

to its agents. Its sound 
methods and good reputa- 
tion are giving it a steady, 
healthy growth all in the 
Middle West. It insures 
men and women on equal 
terms. Policies are up to 
date in every respect, and 
contain liberal and attract- 
ive features which make 
them sell. 


It is developing new terri- 
tory in the Central West 
and has good positions for 
good men. 


Peoria Life 


Insurance Co. 
PEORIA, ILLINOIS 


EMMET C. MAY 
President 


HENRY LOUCKS 
Superintendent of Agents 


GEORGE B. PATTISON 
Secretary and Actuary 


Fourteenth Year 
$65,000,000.00 in force. 
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ness, as the specific need for this form of pro- 
tection has been clearly demonstrated. 

The problem of inheritance taxes and ex- 
of administration has been brought 
home. You have the solution in your hands in 
the form of inheritance tax insurance. Solve 
the problem for your clients and increase your 
production by utilizing this form of insurance 
protection.—Fquitable Items. 


penses 


Procrastination 

It is well known among life insurance solici- 
tors that one of the greatest, if not the greatest, 
hindrance to the writer of new business is the 
evil of procrastination. fault in man’s 
make-up is a very costly one, as it means many 
policies not sold which with a little more en- 
thusiasm and a little more courage could have 
One agency paper puts the reasons 


This 


been sold. 
why thusly: 





OF NEBRASKA 


209 Wilkinson Building 
Corner 12 and Farnam 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres. 
Manager of Agents 
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A certain proportion of the public becomes 
disabled every day. 

A second part of the public becomes uninsur- 
able every day. 

A third part of the public dies every day. 

A fourth part of the public suffers temporary 
or permanent financial reverses every day, and 
thus becomes unable to buy insurance. 

A fifth part of the public 
but loses buying in- 


feels favorable 
toward insurance to-day, 
terest to-morrow. 

A sixth part of the public 
from your competitor to-day, 


buys insurance 
thus ceasing to 
be a prospect to-morrow. 

A seventh part of the 
morrow that it doesn’t need insurance as much 
as it thought it did to-day. 

An eighth part of the public buys automo- 
it would 


public decides to- 


miles to-morrow with spare money 
have spent for insurance to-day. 

Here is the point—see every last man—every 
potential buyer every 
day, all the time. 

If you don’t interview as widely as possible 
you run the danger of losing sales to- 
morrow from one or more of the eight persons 





that you possibly can 


to-day, 


given above. 

Get those buyers of insurance before they are 
lost to you forever! 

Don’t 
Nalaco. 


procrastinate—go after ’em!—The 


The Human Factor 
Safety engineers and efficiency experts find 
constantly with that un- 
known quantity, the “human factor,” the abso- 
lute control of which can be accomplished by 
known. 


themselves coping 


no power 
When least expected, 
fail to run according 


the best planned ma- 
chine will to the stand- 
ards of speed and production for which it has 
been built—it is manned by a human operator. 

Often the best organized business system 
from the part of 100 per cent effi- 
ciency—clerks are human 
error. 


deviates 
beings capable of 
agent during his underwriting career 
I have a regular 
system of saving. My money can be invested 
to better advantage than in life insurance.” 

It can be, but there chance that it 
Here is factor” 


Every 
meets with the objection, “Oh, 


is every 


won't. where the “human 
steps in. 


Do the plans of the investor and the system- 


atic saver always work out according to sched- 
ule? 





Now and then a man becomes rich by play- 


ing the market. Now and then one will emerge 
after a number of years of comparatively 
steady accumulation a well-to-do man. 

But there is never absent from the field of 
human endeavor the imminence of the “human 
factor,” human variations of mood, of activity, 
of physical being which contribute fundament- 
death and 
Any scheme of life is bound some 


ally to the incidents of accident, 
disability. 
to become distorted, and the moment is 
unexpected. 


is the 


time 
wholly 

Life insurance structure consciously 
built for the protection of the indivdual who is 
exposed to the hazards of an ordinary life- 
time. The prospect who opposes life insur- 
ance with his own salutary device of systemat- 
ized should be reminded that “the 
ways of the gods are not always the ways of 


—Al gency Items. 


savings 


men.” 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran- 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, Ill. 























BEN H. BERKSHIRE, President 


A New “Ordinary Life Select” Policy 


Issued by the 


CONTINENTAL LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
ASSUME YOU CARRY $10,000.00 








The Company Will Pay 
For Natural Death. 


$10,000.00 


; For Accidental Death. 
For Total and Permanent Disability, a monthly income to the Insured of... . 
For Major Surgical Operations (Maximum). 
For Loss of Right Arm above Elbow or Loss of Either Leg above the Knee.... 
For Loss of Right Arm below Elbow or Left Arm above Elbow. . a 

For Loss of Either Leg below the Knee... 
For Loss of Left Arm below Elbow or Loss Entire Sight Either Eye..... 


NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct eon the amount payable at death. 
P. R. SCHWEICH, Sec’y and Supt. of Agencies 






.. $20,000.00 
: 200.00 
200.00 
2,500.00 
1,500.00 
1,250.00 

1, ‘000. 00 
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Child’s Endowment 


Policies 





A FIELD OF REMARKABLE 
POSSIBILITIES FOR THE 
INSURANCE MAN .: a. 











“Train up the child in the way he should go, and in old age he will not 
depart from it.” 


Right there Solomon said something, which 
the insurance salesman can profitably ponder. 


Insuring the child at an early age means more than selling 
it means creating a repeating customer. 





a policy 


The Central Life Child’s Endowment Policy is a form of 
insurance whose advantages are so evident to parents 
that the resourceful salesman should find it easy to build 
up a child clientele which will not only mean present 
profit, but will mature a high percentage of business in 


later years. 


Briefly stated, this policy assures funds to pay for the child’s 
education, or capital with which the young man or woman can 
go in business, provides the basis for credit on arriving at ma- 
turity, and fosters the priceless habit of systematic saving. 


It offers equitable Surrender Values after the third year, 
gives the policy holder three attractive options at age of 
15 (one of them yielding the salesman of the policy ad- 
ditional profits) and at the end of 20 years permits the 
insured either to withdraw the full cash value of the pol- 
icy, take a paid up life policy for more than three times 
its face value, or a paid up life policy for its face, plus a 
very substantial cash payment. 


If you are ambitious to increase the number of “live’’ prospects 
in your territory and to lay solid foundations for bigger busi- 
ness in years to come, write us for fuller details regarding 


“Child’s Endowment.” 


Central Life Assurance Society 
of the United States (Mutual) 


Des Moines, Iowa 
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BUSINESS ON MEND 





Optimism Prevails West of Missouri 
River, Says G. S. Nollen 





CROP PRICE IN TEXAS AT 1914 LEVEL 





“Business as Usual” Is Slogan on Pacitic 
Coast 


3usiness men in all the country west of the 
Missouri river are optimistic with regard to 
the business outlook, according to the report of 
G. S. Nollen, vice-president of the Bankers 
Life Company, who has just returned from a 
business trip, during which he has visited 
seventeen agencies of the company. 

“We met leading business men in practically 
every city of importance west of the Missouri 
river, and found everywhere that these men are 
looking forward to better business,” said Mr. 
Nollen. “It is the consensus of opinion among 
field men that people have generally recovered 
from the shock of a rapid change in conditions 
and that they have become reconciled to con- 
sequent losses, with the result that they are 
firm in their determination to make every pos- 
sible contribution to a revival of prosperity in 
the future. All of our salesmen.are exceed- 
ingly optimistic about our own business, and 
our record production in the West, as well as 
in the nation at large, is evidence that there is 
some real basis for the feeling of optimism 
which is abroad in the land. This record busi- 
ness of the company shows that business men 
have kept a reasonable and logical attitude be- 
cause they realize the stabilizing influence of 
life insurance as a business factor. 

“We learned in Texas that the farmers of 
that great commonwealth put in crops at the 
lowest cost since 1914, and they look forward to 
a profitable disposition of their crops because 
they will be able to sell their cotton at a very 
low price and still make money on the basis 
of the lost cost of production. We found in 
the intermountain States of Idaho and: Utah, 
where a series of bad years has resulted from 
extremely dry weather, that a rainy season has 
been experienced this summer and that crops 
are in a splendid condition with every promise 
of a bountiful and profitable harvest. 

“The slogan in the States of the Pacific 
Coast is ‘Business as Usual,’ and under such 
conditions there is very little conversation 
about business conditions. One of the unusual 
features of the present times, as far as Cali- 
fornia is concerned, is the surprising fact that 
in spite of prohibition the grape industry has 
grown and prospered amazingly in the last few 
years. The grape growers have increased 
their vineyards, have raised greater crops, and 
with much greater yields they are getting 
higher prices than before prohibition went into 
effect, business being, therefore, more profitable 
than ever. Many grape growers planned to 
pull up their vines when prohibition went into 
effect and there was universal mourning among 
the men interested in the vineyards of Cali- 
fornia until it developed that the grape growing 
business has prospered more under prohibition 
than it ever did before. 
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under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 
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“Favorable conditions operate in practically 
all of the great western States of the nation, 
and there seems to be every reason to believe 
that general conditions will mean good business 
in those States during the coming fall and 
winter.” 


lf— 

[t's a very short word, but it’s the stumbling 
block in the way of the realization of the 
aspirations of many a man and woman in their 
search for success, says C. H. Jackson, super- 
intendent of agencies of the Security Mutual 
Life of Binghamton, N. Y. 

“If” I only had a little capital to make a 
start, I could get ahead in the world. 

Man alive! if you’re possessed of the brains 
that could use that little capital to achieve the 
success you are yearning for, you’ve got the 
necessary capital—use your brains. 

“If” I were not tied down in this little town 
and could get into a big city where there are 
greater opportunities, [ could make something 
of myself. 

Wake up! Look around you! On every 
side lie opportunities. Opportunity is the 
habitat of no particular place or locality and no 
community is so small that opportunity passes 
it by and the man who finds it in the small 
town may and can be you! 

“Tf” I only had a college education I could 
make a success in the world. 

How about Lincoln, who learned to read 
and write after the age that most men have 
finished their college career? 

“If” times were not so hard, I would have 
some chance in my business, but as it is—well, 
what’s the use? 

Hard times, my friend, in greater or less 
degree are always with us and are no more to 
be escaped than measles or chicken pox. They 
are necessary to a healthy national growth. 
We've had a grand concrete example of what 
“soft times” have done for the people of 
America the last few years and the sooner we 
learn the lesson that the backbone of inde- 
pendence and character is not strengthened and 
developed by “soft times” the better it will be 
for us. 

We are living in a country whose solidity 
has stood the shock of many tremendous blows 
—it is still intact! Storms of unprecedented 
fury have broken over our Ship of State—it 
has weathered them! Human nature is to-day 
love of honor, 





the same as it has always been 
of home and family, honesty of purpose, re- 
ligious teachings, still rule the people—so why 
cry disaster? 

Go ahead! Forget the word “if” that now 
stands in the way of the accomplishment of 
your ambitions. Out of your imperfections 
and mistakes cut the way to success as you 
have planned it. . Work in the present, re- 
gretting the past only as you have intention- 
ally erred, remembering that it is water that 
has already gone over the dam. Change the 
word “could” to the word “can.” The problem 
that confronts each one of us is not “What 
I could do if” but “What I can do notwith- 


standing.” 
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Western States Life School 
The Western States Life Insurance Company 
will open a school of salesmanship on Septem- 
ber 15 at its home office in San Francisco. The 
course will be conducted by Forbes Lindsay of 
Los Angeles. The school will continue in- 
definitely on the basis of sixty-day terms. The 
initial class will be limited to fifty students, the 
preference being given to the company’s pres- 
ent representatives.- All expenses of the school 

will be borne by the Western States. 


Life Agents Brief 


Enclosed please find check for $2, for which send 
me a 1921 copy of your Life Agents Brief. I con- 
sider this book to be of the greatest value to one of 
our profession and I would not think of doing business 
without it—C, L. Stanley, Megr., Indianapolis Life. 

—‘‘We have been taking your paper (THE Spec- 
TATOR) for some time and have been very much inter- 
ested in the statistics that are given in nearly every 
issue.”"—Reeves & Shuck, Belvidere, S. Dak. 








For Over Seventy Years 


On August 1, 1851, the Massachusetts 
Mutual issued its first policy. From 
that day to this its constant endeavor 
has been to furnish the best possible 
life insurance protection at the lowest 
possible net cost. That it has succeeded 
is shown by the enviable reputation which 
the Company enjoys among those who 
buy insurance and among those who sell 
it. Efficient service and a square deal 
for everyone have been its watchwords 
for over Seventy Years. They will be 
its watchwords throughout the years to 
come. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 
Springfield _Massachusetts 


Incorporated 1851 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 
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Someone has called a public park in one of 
our great cities the Hotel-de-Gink. I presume 
this is because the homeless, the hoboes, and 
others sit and lie there in the daytime and 
sleep there at night. One of these “guests” 
met a friend of mine on the street the other 
day and asked him for financial assistance. 
My friend looked at him, saw that he had a 
dirty, unshaven face, ragged clothes, shoes half 
worn out and a sort of a despondent, used-up 
look in his eyes. The conversation that fol- 
lowed was something like this: “Were you 
working a year ago?” my friend asked him. 
He replied, “Yes.” ““What receiv- 
ing?” He answered, $12 a day.” 
steady job for a long time?” “Yes, for several 
years,” he replied. “Where’s all the 
you earned?” “Gone,” he answered. My 
friend then told him he had no money for a 
spendthrift. Think of it, $36co a year for 
several years and not a sou left! 
the ground with his coat for a pillow and a 
newspaper for a coverlid—down and out—no 
money. Such fellows 


were you 


“Had you a 


money 


Sleeping on 


friends—no 


home—no 
as that do not make good citizens, for they 
curse their former employer—curse their luck 
—curse the men who refuse to help them, and 
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curse the government. 

Now listen, young man, you are starting in 
the life insurance business. Your earnings 
may not be very large carly in the game, but 
as time goes on and your income increases, put 
aside some of it where you can’t get it—where 
it will be useful to you when you reach old 
age or in a day of need. Do not spend every, 
cent you earn. It is not the most delightful 
prospect to sleep on the ground and beg for 
bread. Remember those words of Micawber, 
“Income twenty shillings, expenditures twenty 
pence—misery.” “Income 
nineteen 
There are 


shillings and six 
twenty shillings, 
lings and six pence—/appiness.” 
some things in life underwriting quite as im- 


expenditures shil- 


portant as making money, and one of the most 
important is saving some of it. 

Herein endeth the first lesson. 

We heard of a practical joke some friends 
once played upon a man. Each one agreed to 
pleasantly when 
once deplore his looks by saying, “By Jove, 
old chap, what’s the matter with you? You 
look so hollow-eyed, so haggard, so bilious, 
After hear- 
ing this from a dozen men at different times 


greet him meeting but at 


you better see a doctor at once.” 


and places he really became sick, had a fever 
and went to bed. The power of suggestion. 
Now take these yclept “Hard Times.” The 
more you say it, the more somecone will think 
it, And if everybody thinks and talks it all 
the time, God have mercy on the whole world. 
Talk good 
times—good business—plenty money—factorics 


Brace up, my boy, be an optimist. 
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resuming—railroads prosperous—farmers with 
good crops—merchants hopeful, etc. Sure it 
R. O. Ticixos, 


will help. 
Gary National Agents to Convene 
The Gary National Life Insurance Company 
of Gary, Ind., will hold its third annual con- 
vention at its home office September 2 and 3, 
Many of its agents have notified the company 
they will attend this year’s conclave. An ex- 
cellent program has been arranged for enter- 
tainment, as well as for business sessions. 





The volume of business secured and paid for 
the first six months of the current year ex- 
ceeds the amount of paid-for business the cor- 
responding period of last year; therefore, it is 
not surprising that so many agents are going to 
attend. 


Inheritance Tax Data Published 
Two loose-leaf volumes containing inherit- 


ance tax data furnished from time to time in 
bulletin form by Prentice-Hall, Inc., for 1o21- 
22 have been received by THE Spectator. The 
volumes inheritance tax laws of all 
the States and territories, the Federal Estate 
and the Duty acts of the 
Canadian Provinces, compre- 
hensive expositions of the various laws, charts 


contain 
tax Succession 
together with 
showing rate of tax, forms, decisions and other 
useful data. 


Prominent Patrons of Life Insurance 
Our agents find your book a very good canvassing 
Bankers Life Insur- 


document.—C, H. Rosenbaum, 


ance Company. 
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plan of agency cooperation. 


them, address 





The Guardian Life Insurance Company 


Established 1860 Under the Laws of the State of New York 


Outstanding results for 1920, the greatest 
year in the Company’s history. 


..$ 46,490,818 
.. 228,620,496 | 
.. 28,392,951 
.. 60,720,151 
.. 55,695,923 
.. 5,024,228 


New Insurance paid for........... 
Insurance in Force................ 
Increase in Insurance in Force.... 
ee ote 6 hie end ine 
te bse bik ian’ odo 
Surplus and Dividend Fund....... 


The past year was notable for further 
development of the Guardian’s comprehensive 


For information regarding the opportuni- 
ties available in the agency organization of 
this Company to men who can measure up to 


T. LOUIS HANSEN, Vice-President 
50 Union Square, New York 
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NEW MISSISSIPPI SUIT 


Globe & Rutgers Has Action Brought 
Against It 
CONTINUED BUSINESS AFTER OTHERS 
WITHDREW 
North River, U. S. Fire and Stuyvesant Also 
Defendants . 

The most recent suit to be filed by Stokes 
V. Robertson, Mississippi revenue agent, is 
against the companies comprising the Globe & 
Rutgers group. In an action in Hinds county 
chancery court, instituted during the past week, 
Mr. Robertson asks for damages of $85,800 
against these companies. The liability of each 
is fixed by Mr. Robertson as follows: Globe & 
Rutgers, premium tax $40,650, fire marshal’s 
tax $3000; North River, United States Fire 
and Stuyvesant Tire, premium tax $13,750 
each, fire marshal’s tax $1000 each. 

It is set up in the briefs that the companies 
continued to operate in Mississippi from Janu- 
ary 1 to February 28, 1921, during which time 
they failed to pay premium taxes and fire mar- 
shal’s tax. 

The Globe & Rutgers companies, it will be 
recalled, continued to operate in Mississippi 
for several weeks after other fire companies, 
who are defendants in the famous anti-compact 
suit, had withdrawn, and it was publicly talked 
in Jackson that Mr. Robertson had offered 
the Globe & Rutgers companies immunity if 
they would not withdraw. 

Blue Goose Outing 

The Ancient and Honorable Order of the 
Blue Goose, New York Pond, has completed 
arrangements for an outing on September 17. 
The affair will be held at Glenwood-on-the- 
Sound and the Ganders and Goslings will be 
transported via the Seagate, which has been 
chartered for the purpose. 

Field day ‘events will be a feature and a 
most attraction will be an 
initiation ceremony in a real pond. A large 
flock of goslings will undoubtedly pass through 
the trying ordeal. As this will be the last in- 
vocation before the Grand Nest, it is hoped 
that the membership contest will be clinched 
for New York. 

Tickets are five dollars, including lunch and 
dinner. 


extraordinary 


SENECA FIRE AFFAIRS 


Second Dividend of Ten Per Cent 
Recommended 


CREDITORS TO BE PAID IN FULL 


$86,000 to Be Distributed Among Stock- 
holders of Company 

Policyholders and creditors of the Seneca 
lire Insurance Company, which taken 
over ior liquidation by the New York State 
Department of Insurance on August I9, 1919, 
will soon receive 100 per cent on their claims, 
and stockholders of the company will probably 
receive par value of their stock, according to an 
announcement made yesterday by the Liquida- 
tion Bureau of the Insurance Department. An- 
nouncement of the anticipated payments fol- 
lows the signing by Jesse S. Phillips, State 
Superintendent of Insurance, last week of a 
second audit and report of assets and liabilities 
showing cash assets on hand of $158,671.42, 
which the report states is sufficient to pay all 
debts in full and leave $86,000 for payment of 
further expenses and for distribution among 
the stockholders of the company. A first divi- 
dend of 90 per cent was paid some time ago. 
The report signed last week recommends pay- 
ment of a second dividend of ten per cent to all 
creditors who have received the first dividend 
and 100 per cent to creditors who have not re- 
ceived the first dividend. 

A striking feature appears from the fact 
that at the close of the second year of the 
liquidation proceeding a second report is signed 
by Superintendent Phillips recommending the 
payment of a second dividend and Ioo per cent 
to all policyholders and creditors. 

The Seneca Fire Insurance Company was a 
New York corporation and had its principal 
offices in the D. S. Morgan building, Buffalo, 
N. Y. The company did business in New 
York, New Hampshire, Massachusetts, Rhode 
Island, New Jersey, Pennsylvania, Tennessee 
and Illinois. When it was taken over for 
liquidation by Superintendent Phillips it had in- 
surance in force amounting to $35,558,000. Its 
capital stock was widely distributed in small 
lots in New York, New Hampshire and Penn- 
sylvania. 


Was 


“For years I have been a reader of THE SPEc- 
rAtoR, and would not be without it.’-—IV’. I’. Dodson, 


Towanda, Pa. 


COMMISSIONERS’ PLAN 


Program for Four-Day Meeting at 
Louisville, Ky. 


WELCOME ADDRESS BY GOVERNOR 
MORROW 


Several Interesting Trips Included in Ar- 
rangements 
The following program of the fifty-second 
annual session of the National Convention of 
Insurance held at the 
Seelbach. hotel, Louisville, Ky., September 27- 
30, has been announced: 


Commissioners to be 


TUESDAY, SEPTEMBER 27, 10:00 A. M. 
Meeting called to order. 
Address of Welcome.—Hon. FE. P. 
Governor of Kentucky. 
Thos. B. 


Morrow, 


Response.—Hon. Donaldson, first 
vice-president. 

Call of States. 

President's Address—Hon. A. L. Harty, 
president. 

Call of committees. 

TUESDAY 

Communications and reports. 

“Insurance Supervision in Canada.’—Hon. 
V. Evan Gray, Superintendent of Insurance of 
Ontario. 

“Coverage Accident 
Commis- 


Under Health and 
Policies.”-—Hon. Gustaf Lindquist, 
sioner of Insurance, Minnesota. 

Discussion—Hon. Leonhard T. Hands, 
Michigan; Hon. S. A. Olsness, North Dakota, 
and Hon. James F. Ramey, Kentucky. (Five 
minutes each.) 

Meeting of the “Pamunkeys’’ in 
Room, Seelbach hotel. 


the Blue 


WEDNESDAY, SEPTEMBER 28 
Communications and reports. 
“Uniformity”— 

A. “As to Taxation and Fees.”—Hon. A. 
C. Savage, Commissioner of Insur- 
ance, Iowa. 

Discussion—Hon. B. W. Gearhart, 
Ohio; Hon. A. C. Barber, Oregon, 
and Hon. E. N. Rogers, Tennessee. 
(Five minutes each.) 

B “As to Investments.”—Hon, Clarence 
W. Hobbs, Insurance Commissioner, 
Massachusetts. 

Discussion—Hon. John J. McMahan, 








City Insurance Company of Pennsylvania 
SUNBURY, PENNA. 


Organized 1870 


Cash Capital $600,000 


A. F. O’DANIEL, 


Secretary and Underwriting Manager. 


F. M. MACHMER 


President. 
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Health and 
Accident Insurance | 


Full Coverage 
Automobile Insurance 


MANSFIELD, OH/O 


A Company of the People, by the People, for the People : 


OHIO’S LARGEST AND STRONGEST AUTOMOBILE INSURANCE CO, 





General Statement, June 30, 1921 








ADMITTED ASSETS LIABILITIES : 
a ) 
Government and Municipal Bonds............. $78,215.97 Reserve for Losses unadjusted . area eee es $33,218.00 
WORRRTR AE STR ANIS oc 1s 5 oa yess aig sive Nis wm aysiees wee 14,740.00 Reserve for Bills Payable (Not due). etva 1,653.92 e 
Time Deposits (Bank and Building and Loan IRESERVETIOR URAROS so si. 5 iiscc pict oaeatane aad aiienete 2,400.00 th 
(COP ODT oS) Se ne eee eg ae re rar 132,200.00 Reserve for Protection of Policyholders......... 342,672.47 m 
Cash sn sOtree wand) Banks... 2.2.06 525000555 12,408.37 Richland Savings Bak... o.8008 <0 ose oe oes sides 5,000.00 “ 
Agents Balances (Not over 90 days)........... 182,188.24 Hederal Life Insurance’ Co: < ow. sa. onsen ps0 us 15.76 | 
DROS ST eS ae ee ee eater 60,000.00 Columbus Branch Office (Ledger Credits)...... 1,185.13 
Interest Accrued (Not past due)............... 2,689.24 Toledo Branch Office (Ledger Credits)......... 640.83 
YEA a areas We arcs BREAN S INE MENS ae OR AC D> 2,600.00 
$389,386.11 P; 
NREL S LL) te a eg ree nea EE Pe $93,055.71 
Total Admitted Assets. .....<.5....665- $482,441. 82 CCDC SAE aoe nee PO RM re $482,441.82 th 
COMPARISONS bi 
ere $93,055.71 Admitted Assets June 30, 1921................ $482,441.82 
Surplus December 31, 1920. .... 2... 04. -6e2- se: 48,172.03 Admitted Assets December 31, 1920........... 415,706.38 | 
Increase during first six months of 1921........ $44,883.68 Increase during first six months of 1921........ $66,735.44 
ie 
A Record of Service, Achievement, and Growth aie 
cay 
The automobile owners of Ohio recognize and appreciate the fact that The Great the 
American is giving the very best of SERVICE. This is proven by the fact that approx- : 
imately one out of every automobile and truck in the state is protected by Great ret 
American policies. While business in many lines are suffering reverses, The Great 
American has enjoyed a big increase in business written as well as a remarkable \ 
increase in surplus and ‘assets during 1921. Those connected with the company, | 
both at the Home Office and in the Field, are proud of their RECORD OF PROGRESS. - 
sur; 
witl 
ancy 
FULL LEGAL RESERVE BACK OF EVERY POLICY mor 
field 
perc 





any 
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Casualty, Surety, Etc. 











South Carolina; Hon. Wm. EF. 
Tuttle, Jr.. New Jersey, and Hon. 
Edward Hall, Texas. (Five min- 
utes each.) 

“Should All Types of Carriers be Subject to 
Uniform Requirements Respecting Reserves 
and Supervision?”—Hon. Platt Whitman, 
Commissioner of Insurance, Wisconsin. 

Discussion.—Hon, Joseph G. Brown, Ver- 
mont; Hon. Frank L. Travis, Kansas, and 
Hon. A. W. Briscoe, Alabama. (Five minutes 
each. ) 

Communications and reports. 

“Efficiency of Insurance 
Stacey W. Wade, Insurance 
North Carolina. 

Discussion—Hon. Howard J. Brace, Idaho; 
Hon. John J. Donahue, New Hampshire, and 


Agents.”’—Hon. 
Commissioner, 


Hon. John C. Bond, West Virginia. (Five 
minutes each.) 
Barbecue at the famous Churchhill Downs 


race track. 
THURSDAY, SEPTEMBER 20 

Communications and reports. 

“State Insurance.”—Hon. Burton Mansfield, 
Insurance Commissioner, Connecticut. 

Discussion——Hon. T. M. Henry, Mississippi; 
Hon. Jesse S. Phillips, New York, and Hon. 
Thos. J. Keating, Maryland. (Five minutes 
each. ) 

“Licensing of Public Claim Adjusters.’”’— 
Hon, Thos. B. Donaldson, Insurance Commis- 
sioner, Pennsylvania. 

Discussion. —Hon. Earl Wilson, Colorado; 
Hon. Thos. S. McMurray, Jr., Indiana, and 
Hon. Philip H. Wilbur, Rhode Island. (Five 
minutes each.) 

\utomobile ride to Lexington, through the 
famous blue grass section of Kentucky, stop- 
ping at Frankfort. Will visit several of the 
largest race horse stock farms and will have 
the opportunity of seeing “Man of War,” the 
most noted race horse in the world. Dinner 
in Lexington at 6 P. M. and then return to 
Louisville. 

FrmpAyY, SEPTEMBER 30 

Communications and reports. 

A Letter-box on Departmental Rulings and 
Probiems. 

(Commissioners who have problems before 
them for solution are requested to write them 
out and hand them to the secretary during the 
convention to le discussed at this session. ) 

Election of officers. 

Executive session. 

\djournment. 

Start for the Mammoth Cave by special train, 
arriving in time to see the entrance to the 
cave in day time. Dinner on the train or at 
the Mammoth Cave hotel. Visit the cave and 
return to Louisville Friday night. 


Withdrawn from Foreign Association 

rhe Boston Insurance Company and the In- 
surance *Company of North America have 
withdrawn from the American Foreign Insur- 
ance Association in order to allow themselves 
more individuality of action in the foreign 
held. Except to make necessary a revision of 
Percentage, the Association is not affected in 
any way, 





NEW ACCIDENT POLICIES 





Travelers Announces the Two Non- 
Cancelable Forms 


HEALTH FEATURE INCLUDED 


Policy Issued Subject to Medical Examina- 
tion—Elimination Periods 


The Travelers have just announced two new 
non-cancelable policies, calling them the Guar- 
anteed Renewable Accident Policy and the 
Guaranteed Renewable Accident and Sickness 
Policy. These will be issued only on medical 
examination and will be renewable to age 
sixty. 

The accident policy and the accident part of 
the disability policy pay for partial disability, 
as weil as total disability, and cover disability 
from one day up. 

The accident coverage also includes elective 
benefits. 

The health coverage is issued with elimina- 
tion periods only. 

Rates vary according to the age of the ap- 
plicant at the time of entry. The rate for $5 
per week indemnity, accident only, select and 
preferred class risks, one day up coverage, at 
age thirty, is $3.62. The rate for the accident 
and sickness coverage to a select and preferred 
class risk at age thirty is $13.48 for each $5 a 
week indemnity, with one day up coverage on 
the accident and the first fourteen days elim- 
inated on the health. With the thirty days 
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3ELIEVED TO Have BEEN “DuMpPEp,’ 
THEM, IN AN “AUTOMOBILE GRAVEYARD” IN THE East River, NEw York Clty. 
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eliminated on the health, the rate is $11.74, and 
with ninety days eliminated the rate is $9.16. 

The premium rate is higher at the older 
ages, the rate at age forty-five for accident 
only being $4.04 per $5 a week indemnity, select 
and preferred class, and $18.21 for accident 
and sickness with one day up coverage on the 
accident and fourteen days eliminated on the 
health; $15.94 for the same coverage with 
thirty days eliminated on the health, and $12.49 
for the same coverage with ninety days elimi- 
nated on health. The limit of indemnity which 
the company will write in select and preferred 
classes is $100 a week where accident and sick- 
ness are both applied for, and $200 where acci- 
dent only is issued. In the case of extra pre- 
ferred and ordinary class risk, the limit is $100 
a week for the accident as well as the disability 
form. 


Thomas C. Timberlake Dead 


Thomas C. Timberlake of Timberlake & 
Trueheart of Louisville, Ky., died in Louisville 
last week. Mr. Timberlake was seventy-seven 
years old and had heen in the insurance busi- 
ness all his life. 


Peanut Factory Fire 
Fire at Smithfield, Va., on August 17 destroyed five 
peanut factories, with a loss of $700,000. The blaze 
started in the main plant of the American Peanut 
Corporation and was discovered at 6:15 A. M. A high 
wind fanned the flames. Steamboat docks along the 
waterfront were also destroyed. 
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Actuarial 


Actuarial 


























COMPETENT MAN 


wants position as Assistant Secretary and Office Manager. 
Experienced in all departments of Home Office, able to direct, 
supervise, and organize work of staff. Always gives considerable 
thought to the necessary changes for improvement in the giving 
of service to all interested parties. References as to ability, 
personality and character will be given if you write 


MANAGER, care of THE SPECTATOR, New York 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 


Telephone, Harrison, 3384 


A Policy Saved is a Policy Made 





THE OTIS HANN COMPANY, Inc. 


‘“‘Life Insurance Service’’ 
10 So. La Salle St. 


“20 Years’ Experience Backs Our Service” 


Chicago, Iil. 


{ 











Prominent Agents and Brokers 
























LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American leAuto- National Union New Amsterdam 
mobile-Hartford  National-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 
Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 


MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 7684 


CHICAGO 


W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 





























GOBRINOS DE EZQUIAGA 
ESTABLISHED 1821! 
General Insurance Agents; 


Box 351 


San Juan Porto Rico 


PAUL L. WOOLSTON 


' INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 





256 BROADWAY NEW YORK 
W. R. HALLIDAY 
CONSULTING 
ACTUARY 
INSURANCE EXCHANGE CHICAGO 


























FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 
















J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
i or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. < 
Temporary money ‘advanced on strictly private 





arrangements. : 
y communcations held personal and confidential. 


All 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 























JULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 











Actuarial 
























ACTUARY WANTED 


Progressive Canadian Life Insur- 
ance Company desires to employ 
young resident actuary who would 
be willing to commence at a nom- 
inal salary and work up with the 
Company’s growth. Young man 
of progressive tendencies essential. 
Apply Box 1380, care of Tue 
SPECTATOR, New York, N. Y. 


JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 


256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA. 




















T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 





F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 




























FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street 





New York 














A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


Insurance Examiners and Adjusters 








their 
Even an aggrieved claimant may hecome 
a friendly policyholder if impressed with 
the fairness of an adjustment. 

















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 











FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 


Telephone Walnut 3761 


Liability, 








LOSSES ARE ASSETS 


When handled with proper regard for 
business building possibilities. 


R. L. NASE, 

Adjuster for Casualty Companies 
1110 Mutual Bldg., RICHMOND, VA. 
Compensation, Accident 
and Health Claims 


TERRITORY: 
Virginia and North Caroling 
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Miscellaneous Insurance 








Actuarial 











ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Buildnig 








ON THE PERSONAL SIDE 


























LIFE PROGRAM COMPLETE 
Bainbridge Colby to Speak at Banquet 
The program of the National Association of 

Life Underwriters is now fully completed. 
Arrangements for the banquet program in- 
clude an address by Bainbridge Colby, former 
Secretary of State. Harry T. A. Atwood will 
also give an address, speaking to the topic of 
“The Constitution the Best Life Insurance 
Policy Ever Written.” President Orville 
Thorp will preside. 

The Monday afternoon session will be led 
by John J. Eberhardt instead of J. J. Jackson, 
as formerly announced. 

\Vednesday afternoon will be divided into 
sections, One on industrial insurance, a gen- 
eral agents and managerial section, a discus- 
sion of insurance in rural communities and a 
reunion for graduates from the various 
schools of life insurance salesmariship. 

Wednesday afternoon will be devoted to 
business insurance and will be led by Leonard 
Spaulding instead of Julian S. Myrick as 
formerly announced. 

Columbus Fire Prevention Exhibition 

One of the most unique and striking fire 

prevention exhibits ever attempted in Ohio or 
any other State will be that of Fire Marshal 
H. A. Dykeman at the Ohio State Fair, Colum- 
bus, August 29 to September 3, inclusive. 
The fact that 388 persons were burned to 
death in Ohio last year and property worth 
$14,c00,000 destroyed will be brought home to 
the 30,000 visitors in a striking manner. 

Co-operating with the State marshal 
following powerful agencies: The 
liremen of Ohio, the National Board of Fire 
Underwriters of New York, the National Fire 
Association, the Underwriters 
Laboratories (Chicago), the Ohio Conservation 
and Fire Protection Association, the Ohio In- 
spection Bureau, fire equipment men and others. 

Lieutenant Glenn A. Beall of the Columbus 
fire department, through the courtesy of Direc- 
tor of Safety McCune and Fire Chief Jenkin 
Daniels, has been loaned to the fire marshal’s 
department and will have three 12 by 12-foot 
room scenes, depicting in a graphic manner the 
hazards of gasoline, matches, oil mops, etc., 
and their fatal work. Lieutenant Beall has a 
National reputation as a fire prevention man. 
Battalion Chief John A Welch, also of na- 
tional reputation, and other firemen are giving 
all their spare time to the educational feature 
of the exhibit, 


fire 


are the 


Protection 


Appoints New General Agent 
‘he Great American Casualty of Chicago in 
lowa las appointed the Tonne General Agency 


es 1 
OT NOCk 


Rapids, Towa, general agents for the 


company, 





Whitney Palache, United States manager of 
the Commercial Union fleet, arrived home 
from a trip to Europe this week. 


John J. Berek has been appointed Cook 
county special agent for the Netherlands & 
Great Lakes insurance’ companies. 


W. P. Robertson, Western manager of the 
Liverpool and London and Globe, left recently 
for Michigan to visit old friends. He will re- 
turn about September I5. 


L. V. Dvorak has gone with Thomas T. 
North of Chicago as adjuster and inspector. 
Mr. Dvorak was formerly special agent for 
the Western automobile department of the 
Royal. 


F, J. Kuttner has been appointed special 
agent for the New York Underwriters Agency 
for northern Idaho, eastern Oregon and eastern 
Washington. He will make his headquarters 
at Spokane. 

John Kay, vice-president of the Firemens of 
Newark, is shortly leaving business for a 
inonth at his old home on Long Island. Earlier 
in the summer Mr. Kay spent a considerable 
period in Bermuda. 

Charles H. Flood, manager of the home 
office agency, has been elected assistant secre- 
tary of the New England Mutual Life, as has 
also Dwight Foster, chief clerk in the bond 
and mortgage department. 

Carl Heye, president of the Guardian Life 
Insurance Company, was showered with ap- 
plications at the opening of the Leaders Club 
of the company in Cleveland. When tabulated 
it was found that they amounted to $1,541,680. 

Robert Wood of New York has arrived in 
San Francisco to take charge of the burglary 
business of the National Surety’s Pacific coast 
department. Mr. Wood for some time has 
heen connected with the burglary department at 
the company’s home office. 

W. H. Stevens, president of the Agricultural 
Insurance Company and vice-president of the 
National Board of Fire Underwriters, had the 
misfortune to be taken ill while on a vacation 
at Cape Cod. He has heen confined there for 
some weeks, although his illness is not con- 
sidered serious. 

Dr. Lee K. Frankel, third vice-president of 
the Metropolitan Life Insurance Company, is in 
San Francisco in connection with the organiza- 
tion of a welfare department for the post office 
emplovees of that city. Dr. Frankel was dele- 
gated by the National Government to take 
charge of the work. 

H. R. Cunningham, vice-president and gen- 
eral manager of the Montana Life Insurance 
Company, left San Francisco recently after an 
extensive automobile tour which carried him 
into every part of California. As the result 
of the trip, a number of new California agen- 
cies have been established. 

W. IF. Langley, who recently completed the 
course offered by the Equitable Life of New 
York in its school of salesmanship conducted 
by Dr. Van Arsdall in Atlanta, has located in 
Chattanooga, where he will represent the Equi- 
table. During the course Mr. Langley led all 
the other students in personal production. 

Chas. R. Spahr has been appointed manager 
of the branch office recently opened at Oakland 
by the Fidelity & Casualty Company. The 
business will be reported direct to the com- 
pany’s New York office. Mr. Spahr for the 
past several years has been acting as special 
agent for the Alameda county district, of 
which Oakland is the headquarters. 
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Will McNulty and Mance Sherill of Chat- 
tanooga, Tenn., have formed a partnership and 
will open offices on East Eighth street, where 
they expect to conduct a general insurance 
agency, handling multiple lines. Mr. McNulty 
is an insurance man of considerable experience. 
Mr. Sherill is at present circuit clerk of Hamil- 
ton county, and it is stated that in view of his 
interest in the new agency he may not be a 
candidate for re-election. 

Dr. Frederick L. Hoffman, third vice-presi- 
dent and statistician of the Prudential Insur- 
ance Company of America, who is traveling 
with the Mulford Biological Expedition in the 
Amazon Basin, has reached Canamina, Bolivia, 
and is proceeding to Rurrenebaque, on the 
Beni river. Dr. Hoffman may leave the party 
to proceed via the Rio Orton to Cobija, an 
outpost of the Brazilian frontier, passing 
through practically unknown territory in order 
to do so. 

Fred S. Tripp, who recently resigned as San 
Trancisco manager for the Fidelity Mutual 
Life, on August I assumed his new duties as 
agency supervisor for the West Coast Life In- 
surance Company in its Bay territory. The 
position is newly created. Mr. Tripp is widely 
and favorably known on the coast and the ap- 
pointment is meeting with general approval. 
Previous to his connection with the Fidelity 
Mutual he was for a number of vears asso- 
ciated with the Metropolitan. 

George W. Havens, now of the firm of 
Simpson, Campbell & Co., on November 1 will 
hecome a partner in Kaler, Carney, Lyfter & 
Co. Mr. Havens was formerly Boston man- 
ager for the Maryland Casualty and on its re- 
linquishing the branch office in favor of agency 
representation six years ago, he became partner 
with Simpson, Campbell & Co., who secured 
the agency of the company. The Maryland 
has decided to go back to the branch office 
system, but up to the present if has not been 
decided who is to assume charge. 





Detroit Life Increases Business 

The record of the paid for business of the 
Detroit Life Insurance Company of Detroit, 
Mich., for the first seven months of I92I is 
$5,658,393, an increase of $1,206,347 compared 
to the first seven months of 1920. Compared to 
the same period in 1919, this company shows 
This increase is I13 
per cent in two years. The Detroit Life In- 
surance Company officials are decidedly proud 
of this record. 
crease so substantially over 1920, and second, 
becaiise the comparison with 1919 shows double 
the amount. New business written in July by 
the Detroit Life was $788,217. 


an increase of $3,050,672. 


First, because there is an in- 


Ohio Compensation Claims Fewer 
A report of the Ohio Industrial Commission 
decided decrease in the number of 
claims filed with the commission during the 
It is the first time in several years 
that the number of claims for compensation 
showed a decrease. 

Since the enactment of the 
compensation law the commission has acted 
upon 1,010,725 claims. 


shows a 


past year. 


workmen's 


During the past year the commission acted 


upon 200,873 cases; 1183 claims were rejected; 


848 death awards were granted. 
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ORGANIZED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 
OLDEST LARGEST STRONGEST 


Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, 
and Industrial Policies from $12.50 to $1,000.00. 


Condition on December 31, 1920: 
$24, 143,510.56 
21,803,452.41 
2,340,058 .15 
207,301,719. 00 
1,983,096. 17 


$25,823,269.97 


Liabilities 

Capital and Surplus 

Insurance in Force 

Payments to Policyholders 

Total Payments to Policyholders since 
Organization 


JOHN G. WALKER, President 


The Fidelity and Casualty Company 
of New York 


92 LIBERTY STREET, NEW YORK, N.Y. 





Metropolitan Offices: 90 and 92 William Street 


ANNUAL STATEMENT DECEMBER 31, 1920 


ASSETS ......... eee ee + 2494'70003.77 
19,1325734-64 
2,000,000.03 
35337,269.18 
LOSSES PAID TO DECEMBER 31, 1920.... '78,551,312.50 


CASUALTY INSURANCE AND SURETY BONDS 


Fidelity, Surety, and Miscellaneous Bonds, Accident, Health, 
Burglary, Robbery, Plate Glass, Boiler Engine, and Fly- 
Wheel Insurance, Workmen’s Compensation, Automobile 
Liability, and All Other Liability Lines. 














CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 





Insurance in Force $58,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 











Wilmer L. Moore, President Robert F. Moore, Secretary 
IT PAYS TO INVESTIGATE 


Direct Contracts to Legitimate Part Time Men with 
renewal commissions. 


Close association between Field men and Home Office. 
GOOD TERRITORY OPEN TO PRODUCERS 


Write for information to 
WILFRED S. McLEOD, Agency Manager 


SOUTHERN STATES LIFE INSURANCE CO. 


Atlanta, Ga. 

















TWO BOOKS OF REAL MERIT 


The Real Estate Educator 
F. M. PAYNE, (New Edition 1920) 


A repository ot useful information for ready reference, 
especially designed for Real Estate Investors, Operators, 
Builders, Contractors, Agents and Business Mcn. What 
you NEED to know, what you OUGHT to know. The 
New 1920 Edition contains The Federal Farm Loan Sys- 
tem, How to Appraise Property, How to Advertise Real 
Estate, HOW TO SELL REAL ESTATE, The Torrens 
System, Available U. S. Lands for Homesteads, The A 
B C's of Realty and other useful) information. 

208 pages cloth, $2.00 postpaid. 


The Vest Pocket Lawyer 


This elegent work just published contains the kind of 
information most people want. You can know the law— 
what to do—what to avoid. It is a daily guide—a 
manual of reference for the business man—the law stu- 
dent—the justice of the peace—the notary public—the 
farmer—the clergyman—the merchant—the banker— 
the doctor. 360 pages printed on bible paper. Cloth 
$1.50. Leather gilt $2.00. postp2id. 


THE SPECTATOR COMPANY 


Cxatcaco OFFICE 185 Wiii1am STREET 
Insurance Excuancs YORK 
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BUSINESS INSURANCE 


A Concise Description of the Adaptation of Life 
Insurance to the Protection of Corporations, Business 
Firms and Individuals. 


By Forses LInDsAy 


This is a book designed to aid the agent in acquir- 
ing the ability to formulate plans to meet the needs 
of business firms and corporations for protection. 


Business Insurance Principles Illustrated by Typ- 
ical Examples drawn from Actual Experience. 


Price, in flexible binding, $1.50 per copy. 
THE SPECTATOR COMPANY 


Cnicaco OFFICE 135 WiLuiaAmM STREET 
INSURANCE EXCHANGE NEW YORK 
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